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NAIC Proposal for 
Annual Reporting of 
Instalment Premiums THE 


Commissioners "Suggest Statements LO i D 0 f & 


"Amounts Payable in Year ‘LANCASHIRE 


NOT FULL TERM PREMIUMS a 
{| GROUP °* 


Ellis of Fireman’s Fund Comments = 
on Problems Resulting From Ca 


Large Discounts on Term ; " 


<< 


The National Association of Insur- 
ance ‘Commissioners last week at 
Swampscott, Mass., approved recom- Dependability 
mendations for reporting installment 
“premiums on term policies in financial ~— 
statements of fire insurance companies. Strength Service 
As amended the recommendations, de- 
signed to achieve as much uniformity as Departmental Offices at 
possible and applying only to new and Chicago and San Francisco 
renewed policies, would count as income HHeitloud N York 
in each year’s annual statement only artior ew Yor 
actual amounts charged to and*payable 
by assureds during the year. Unearned 
premiums would reflect the unearned 
premium on such actual receipts or 
charges in force at the end of the 


Statement year. 

Thus, for new policies and renewals 

companies would not credit as assets O ust 
total amounts which would be due under 

future installment payments in three 

or five year policies, nor would they set 

eo 2 ——— geet nyt ae Some years ago one of the United States Government Mint 

entire amount such as wou e require “ : : . 

ETE nétiey were complétely paid in buildings was torn down and a new building erected. The old 
advance. building had been in use as a Mint for years, and in it gold coins 
MAmended to Exempt Existing Policies had been minted by the million. As a result the old building was 

; permeated with gold dust which had filtered into almost every 
The fire and marine committee of the sdawe. inek: of tie inter 
NAIC presented to the convention the q - i SEES. 
feport of its subcommittee, and the re- The problem was how to salvage the gold dust which had col- 


| port was approved following an amend- : et 
| ment which made it clear that the sug- lected everywhere. Short of taking the building apart, there was 


| gested procedure would not apply to no way of getting all the gold dust. But some of the salvaging 
od sieges _ — ie attempts proved worthwhile. A workman wiped the dust off a 
us ae transom, the dust was processed and $100 worth of gold was ex- 


tee report follows: ‘ ‘ 
“Your subcommittee met and explored tracted. An old rug was cleaned before throwing it away. The 


| the subject of installment payments on gold dust extracted was found to be worth $200 more than the cost 
term policies at the December, 1950, of the new ru 

enon ag National Association 8 

of Insurance Commissioners and at the ~ ? 

MME Set convention thereof. Ite. deliber- Is oa a lesson = this for underwriters ? Most of the sales 

Bations were confined to the accounting are made by aiming along certain very definite lines. They see 

| treatments to be accorded such_pre- direct opportunities and follow them through. But how many 
_. eed = a vr apcoin considera- indirect opportunities for sales are passed by? How many leads 
on of the legality of such policies un- are passed by as unnoticeable? How much gold dust is hidden 


der individual state laws, nor the pro- a ‘ 
Miety of discounts or so-called ‘finance’ on the woodwork and in the corners — and what is the value of 


charges upon the various policies written the gold dust they do not salvage? 
under installment payment plans. 

“With the report on its December 
meeting, your committee submitted a Re 
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Insurers Conference 
Picks I. M. Sheffield 
For New President 


Meeting at White Sulphur Springs 
Hears of Expanding Volume of 
Members Business 


CAREER OF NEW PRESIDENT 


Executive Director Martin Williams 
Tells of Increasing Activities 
of Conference 


The Life Insurers’ Conference meeting 
at the Greenbrier, White Sulphur 
Springs, W. Va., June 14 to 16, was 
slated to elect as president today I. M. 
Sheffield, Jr., executive vice president of 
Life Insurance Co. of Georgia, who has 
long been active in conference affairs. 
He succeeds E. H. Mears, president of 
Union Life of Richmond. 

In his report as president Mr. Mears 
told of the excellent progress of the 
conference. “This has not been an easy 
year,” he said. “We have encountered 
many problems in our individual compa- 
nies as well as industry problems on a 
state and national level. We can take 
pride in knowing that they have been 
approached in a statesmanlike manner 
and in the best interest of the policy- 
holders and the public.” Unable to be 
present, Mr. Mears’ address was read 
by Mr. Sheffield. 

Career of New President 


President-elect Sheffield has a wide 
range of civic, fraternal, educational and 
religious activities as well as his insur- 
ance interests. Graduate of Georgia Tech 
with an engineering degree in 1920 fol- 
lowing a period of service in World 
War I as a second lieutenant he entered 
insurance as an agent on a debit in At- 
lanta. During this time he took night 
courses in Atlanta Law School receiving 
a bachelor’s degree in law in 1922. He 
soon became a special agent working in 
various territories when he went to the 
home office as assistant secretary. He 
was then made Alabama: State manager 
also retaining home office duties. In 
1942 he was elected executive vice presi- 
dent and this year was also named chair- 
man of the company’s agency committee. 

Among Mr. Sheffield’s activities he is 
president of the board of Atlanta Metro- 
politan YMCA; trustee and chairman of 
the budget committee Greater Atlanta 
Community Chest; chairman Fulton 
County Stadium Authority; chairman 
Fulton County Parks and Recreation 
Committee; chairman Kappa Alpha Edu- 
cational Foundation, Inc.; past president 
Atlanta Alumni Association of Kappa 
Alpha Fraternity; trustee of Shorter 


(Continued on Page 13) 





Insurance...and The National City Bank of New York 


Insurance probably began with the merchants of ancient 
Rhodes who shared among themselves the risk of loss of 
their galleys at sea. Since then, insurance of one kind or 
another has been the “anchor to windward’”’ that has pro- 
tected countless businesses and families in time of trouble. 

Expanding in response to man’s needs, the scope of in- 
surance has broadened until insurance companies now are 
willing to share with you the risk of almost any disaster. 

Insurance companies protect 80 million Americans and 
help them save. They safeguard practically every business 
organization from loss due to natural hazards and human 
failures. They are great storehouses for people’s savings, 
directing them into useful investment. In 1949, life, fire, 
casualty, marine and surety companies wrote 32 billion 
dollars’ worth of new insurance in the United States and 
paid out more than seven billion dollars in benefits. 


Since insurance transactions require banking resources 
and facilities of the highest order, many leading insurance 
companies use the services of The National City Bank of 
New York. To all customers, large and small, National City 
offers every banking facility. It has 67 branches in Greater 
New York, and correspondent banks in every state. 

Overseas, National City has 53 branches, staffed by people 
experienced in foreign trade and financing and expert on 
local conditions. It has correspondent banks in every com- 
mercially important city of the world. : 


Member Federal Deposit Insurance Corporation 


June 15, 1951 


This advertisement, in full color, 
appeared in national magazines. 
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New Officers of New York City Association 


John H. Evans, President; 


Educational Vice President; 


The annual election luncheon meeting 
of the Life Underwriters Association of 
the City of New York was held yester- 
day, June 14, at the Hotel Statler. Ben- 
jamin D. Salinger, CLU, a member of 
the 1951-52 committee on nominations 
and elections in the absence of Harry 
C. Ard, committee chairman, presented 
the slate of officers and director nomi- 
nees, who were unanimously elected. 

New officers are as follows: 

John H. Evans, Home Life of New 
York, president; Charles S. McAllister, 
New England Mutual, administrative 
vice president; Harold N. Sloane, CLU, 
Gruber, Lynch & Sloane—Continental 
Assurance, public relations vice presi- 
dent; Harry K. Gutmann, CLU, Mutual 
Life of New York, educz ational vice presi- 
dent; Louis W. Sechtm: in, CLU, Aetna 
Life, treasurer. Mr. Evans succeeds 
Harold W. 3aird, Northwestern Mutual. 


Directors 


The following directors were elected 
to serve a three-year term through June, 
1954; Charles Anchell, New York Life; 
Robert JI. Curran, Massachusetts Mu- 
tual; Timothy W. Foley, State Mutual; 
Harold A. Loewenheim, CLU, Home 
Life of New York; Randolph M. Saville, 
CLU, Connecticut Mutual; G. Gustav 
Steiner, CLU, Aetna Life; Sidney L. 
Wolkenberg, Union Central. Richard E. 
Myer, CLU, Mutual Life of New York, 
was elected to serve two years through 
June, 1953. 


John H. Evans 


After several years in various insur- 
ance positions, Mr. Evans became an 
agency field assitant in the home office 
of the Home Life. He served as as- 
sistant superintendent of agencies, and 
manager of the sales planning division 
and in April, 1945, he started a new 
agency for the company. He is a past 
president of the Atlantic Alumni Asso- 
ciation of the Life Insurance Agency 
Management Association Schools in 
Agency Management. He has served as 
secretary-treasurer, vice president and 
is at the present time serving as presi- 
dent of the Life Managers Association 
of Greater New York. He is the only 





CHARLES S. McALLISTER 


Administrative Vice President 


person to date who has served as presi- 
dent of the Managers Association and 
the Life Underwriters Association simul- 
taneously. Under Mr. Baird’s administra- 
tion, Mr. Evans served as administrative 
vice president of the New York City 
Association. He has also served as a 
member of the board of directors, editor 
of The Bulletin, educational vice presi- 
dent, and public relations vice-president. 
He is chairman of Home Life’s Man- 
agers’ Advisory Committee. 


Charles S. McAllister 


Mr. McAllister was graduated from 
Central High School in Springfield, 
Mass., and from Dartmouth College in 
1931 with an AB degree. He worked 
for the Schrafft stores following his 
graduation, and in 1932 entered the life 
insurance business as a personal pro- 
ducer for the Phoenix Mutual. He was 
made a supervisor of the Phoenix Mu- 
tual in 1936 and in 1940 was appointed 
branch manager by that company for 
Westchester. He resumed personal pro- 
duction with the Schmidt Agency of 
New England Mutual in 1944 and has 
been a field man ever since. Mr. Mc- 
Allister has served as a member of the 
board of directors of the Westchester 
Life Underwriters Association and the 
New York City Association. In 1949 and 
1950 he served as New York City’s chair- 
man of the board of directors and during 
the past year he was public relations 
vice president. 


Harold N. Sloane 


Mr. Sloane, a partner in the firm of 
Gruber, Lynch and Sloane, general agent, 
Continental Assurance, has we been 
active in association activities. A CLU 
he has been in the insurance business 
about 18 years. He was graduated from 
Syracuse University in 1927 with an AB 
degree and attended St. Lawrence Uni- 
versity Law School for 2'%4 years. He 
is an instructor for the State of New 
Jersey on LUTC Pilot Course. on Part 
II. He wrote a weekly column for In- 
surance Advocate, for about four years 
entitled, “Why Not Life Insurance, Mr. 
Broker?” Mr. Sloane helped originate 
the New York (City Association’s 
Agents’ Training Course and’ is now 
serving as an instructor. Much sought 





Matar 
HAROLD N. SLOANE 
Public Relations Vice President 


after as a speaker, he has addressed 
sales conferences, forums and various 
other groups. During World War II he 
was a master of ceremonies for Stage 
Door Canteen for United Theatrical War 
Activities Committee. During the past 
year he served as educational vice presi- 
dent of the New York City Association 
and is a former member of the board 
of directors. He is a member of Town 
Club of the City of New York and the 
Crestmont Country Club of New Jersey. 
He is a member of the Million Dollar 
Round Table. 


Harry K. Gutmann 


Mr, Gutmann, CLU, entered the life 
insurance business in 1932 with the 
Kassoff Agency of Mutual Life of New 
York. He has maintained the same as- 
sociation since then, except for three 
years of Red Cross service overseas dur- 
ing the war. He has been a member 
of Mtitual Life’s Field and Top Clubs 
every year since he joined the company 
and several times addressed Top Club 
conventions. He was the second ranking 
producer for the Mutual Life in 1949. He 
addressed the Ontario Sales Congress at 
Toronto in 1949, the New York City 
Life Underwriters Sales Congress in 
1949, the Chicago Life Underwriters 
Sales Congress, the Westchester Life 
Underwriters Sales Congress in 1950. 
This year he addressed the New York 
City Association and the Bronx and 
Brooklyn branches of the association. 
Mr. Gutmann qualified as a member of 
the Million Dollar Round Table in 1948, 
1950 and 1951. He is currently serving 
as a member of the board of directors 
of the Life Underwriters Association of 
the City of New York, having been 
elected for a three-year term last June. 


Louis W. Sechtman 


_ Mr. Sechtman, who was born in Hart- 
ford, started his life insurance career 
with the Aetna Life in 1916 in the home 
office. In 1920 he was transferred to the 
New York Group department and three 
years later, in 1923, was advanced to 
manager of the New York broker rage 
department. He was named associate 
general agent in 1927 and in 1940 he 
was appointed general agent of Aetna 
Life. Mr. Sechtman is immediate past 


HARRY K. GUTMANN 
Educational Vice President 


Charles S. McAllister, Administrative Vice President; 


Harold N. Sloane, Public Relations Vice President; 
Lowts-W. Sechtman, Treasurer 


Harry K. Gutmann; 





JOHN H. EVANS 
President 


president of the Life Manz gers Associa- 
tion of Greater New York, having pre- 
viously served as its secretary-treasurer 
and vice president. He is currently serv- 
ing as treasurer of the Life Under- 
writers Association of the City of New 
York, concluding four consecutive years 
in that position. He is a member of the 
Midtown Managers Association and 
other prominent insurance groups. 


Hear Arthur H. (Red) Motley 

Arthur H. (Red) Motley, president of 
Parade Publication, Inc., publisher of 
“Parade,” the Sunday picture magazine, 
and the former publisher of “American” 
magazine, was the guest speaker at the 
annual meeting of the Life Underwriters 
Association of the City of New York, 
yesterday at the Hotel Statler. Mr. 
Motley had for his topic “Use It or 
Lose It.” 





Jerry Saltsberg & Associates 
LOUIS W. SECHTMAN 


Treasurer 
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Insurance Impact on Nation’s Economy 
A. A. Berle, Jr., Calling Life Companies Greatest Single Ave- 


nue of Savings, Sees Them Facing Great 
Future Responsibilities 


Life insurance companies have _ be- 
come the greatest single avenue through 
which savings could be directed to, or 
away from, Government bonds, and be- 
cause of their size and influence they 
will have a tremendous impact on the 
nation’s future economy, in the opinion 
or A. 3erle, Jr. Just what that 
will mean in the economy cannot now 
be prophesied accurately. A professor 
of law at Columbia, a noted economist 
and a prominent figure in the Roose- 
velt Administration he was addressing 
the recent meeting of Life Insurance As- 
sociation of America meeting in Vir- 
ginia Beach. The position the life com- 
panies hold was not won by design but 
by natural accretion. The policy of the 
great life companies has been to steer 
away from power. Not only have they 
failed to scheme for it, he said, but they 
have taken positive steps to avoid it. 
The power slowly but steadily devolved 
on them unsought. 

Strength of the Companies 

By 1950 the life companies had 83,- 
000,000 policyholders owned by 40,000,000 
families. Between 1949 and 1950 the in- 
crease in their assets was well over 4 
billion. 

“The life insurance companies not only 
collect savings; they take in and must 
reinvest amounts repaid on past lend- 


ings. In 1950 they invested well over 
$11 billion. This was divided substan- 
tially: $4.9 billion in real estate mort- 


$3.9 billion in corporate securi- 
ties; the balance in government bonds 
of one sort or another. This was in a 
year when there was considerable shift 
from government bonds to real 


gages; 


away 
estate financing. 

Mr. Berle said that with mastery of 
roughly $45 billion of assets, with be- 


tween $7 and $8 billion of current funds 
available (partly through savings and 
partly through repayments of earlier in- 
vestments) for investment, the sheer 
weight of financial influence exercised 
by ten largest companies can be ex- 
tremely great. 
No Agreements or Combinations 

“These companies are under consid- 
erable pressure to act along parallel 
lines,” said Mr. Berle. “This does not 
suggest agreement, understanding or 
combination. Managements of these com- 
panies state, with entire truth, that they 
compete with each other; that they dis- 
agree with each other; that they rarely 
adopt common policies. Yet the influ- 
ence of the standardized insurance com- 
mitments into which all of them enter; 
their common need of obtaining an aver- 
age rate of return on their investments, 
plus the relative limitations of the fields 
into which their money can go, neces- 
sarily compel action along similar lines, 
irrespective of agreement. This is al- 
most a typical American corporation 
‘concentrate.’ Community of interest and 
corresponding similarity of action re- 
sults less from design than from sheer 
pressure of size.” 

The mutual life insurance company of 
today does not conform at all to the 
“private enterprise” concept of Adam 
Smith, Mr. Berle continued. “In it there 
is little motivation of private gain in 


the conventional sense. Private owner- 
ship is less feasible in the mutualized 
life insurance companies than in. any 
other form of modern corporation: There 
are no stockholders. The officers of the 
corporation cannot become financially 
interested if they wish—except through 
the route of salaries and _ occasional 
bonuses. It may be possible for an offi- 
cial of an insurance company to become 
financially independent. It is practically 
impossible for him to become a_ mil- 
lionaire. The life companies simply do 
not conform to any of the private- 
enterprise-private property norms so 
dear to classic economists. Still less do 
they fulfill the assumptions of the Marx- 
ist and Socialist economists.” 

Future Influence on “Political State” 

The essential nature of life insurance 
as a guard against the principal hazards 


of life has been established through 
many decades. mit 
“It would seem inevitable that at 


some point the life insurance industry 
will have its impact on the political state, 
and its consequent rendezvous with 
destiny. It is impossible to foresee either 
the time or the precise issues. “@learly 
the recipients of power in this new con- 
centrate have a great deal to think 
about. 

“The life insurance industry has the 
confidence of the community; and it has 
a position so different from that of 
other industries that it can afford to 
deal with its power on a rather different 
basis,” he continued. “It can indeed be 
and become the spearhead of the twen- 
tieth century revolution. It starts a 
century after the Marxian revolution 
against ‘private’ capitalism in the mid- 
nineteenth century. It starts two cen- 
turies later than Adam Smith’s revolu- 
tion setting private enterprise in coun- 
terpoise against feudalist capitalism. 
Perhaps a tool is being forged here 
which may alter, for the better, the de- 
sign of social-economic evolution more 
drastically than did either Marx or 
Adam Smith. That is the unparalleled 
opportunity offered to the non-statist 
collectivism which the life companies 
really are. 

“If there is need for planning which 
involves cooperation with the Govern- 
ment, the essential elements of such a 
plan may well be worked out by quiet 
study in advance of difficulty. Some part 
of this work is being done, and some 
experience is being gained, in the pres- 
ent participation of the companies in 
the so-called voluntary credit control 
in which we are now engaged. 

“We know generally that the capital 
market must never be closed. We know 
that the rate of interest may be ‘accept- 
able’ in the sense that it permits insur- 
ance companies to fulfill their commit- 
ments and at the same time does not 
discourage growth and development in 
industrial and private life. We know 
that savings must be stimulated or ex- 
acted when demands—private, national 
or international outrun production and 
call for limiting consumption so that 
additional plants or construction for 
civilian needs or national defense may 
be provided. We know that the require- 





Time Marches On! 


Our sixth anniversary is due next week and we hardly even no- 
ticed it—we’ve been that busy* and, because of this. . . 


It’s no coincidence that the Continental Assurance Co. 
LARGING its building at 76 WILLIAM STREET. 


It wouldn’t be fair to all our friends if we held our annual birthday 
party during this renovating period. So, we'll invite you to our 
party as soon as our New quarters are ready. 


THANKS, FELLERS! 


Samuel D. Rosan Agency. Ine. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 
76 William Street, New York 5, N. Y. 


*We're not doing business as usual . 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















New England Mutual Life’s 


Leaders Association Elects 
Newly elected officers of the Leaders 
Association of New England Mutual Life 
have been recently announced. President 
for 1951-52 is Henry C. Stockman, Sr., 
Newark, who succeeds W. Franklin 
Scarborough, Philadelphia. Kenneth V. 
Robinson, Hartford agency, was elected 
vice president; Selby L. Turner, Roswell 
W. Corwin agency, New York, was 
chosen secretary; and Paul A. Hazard, 
Jr. CLU, George C. Behrns agency, 
Chicago, is the new treasurer. 

Other members of the executive com- 
mittee are: W. Franklin Scarborough, 
William H. McCoy, CLU, Detroit, and 
James H. Prentiss, CLU, H. G. Swanson 
agency, Chicago. All seven members of 
the executive committee are life and 
qualifying members of the Leaders As- 
sociation, and also of the Million Dollar 
Round Table. 

The Leaders Association has a 1951 
membership of 217 top salesmen, roughly 
one-fifth of the company’s field force. 
The group was first organized in 1931, 
when the company’s leading fieldmen 
met at Bretton Woods, New Hampshire, 
and conceived the idea of an honorary 
production club. 

The twentieth anniversary of the 
founding of the association will be 
marked when the company Leaders 
gather at Jasper Park Lodge in Alberta, 
Canada, on September 12 and 13. 





ments for a perfect portfolio of an in- 
surance company are vastly different 
from the requirements of a perfect sav- 
ings portfolio for a small investor. We 
know that times do occur when the 
classic theory adopted by the Shanks 
committee and supported by economic 
opinion simply does not work. At any 
point, investors and savers, large and 
small, may prefer liquidity to a higher 
rate of interest; and the John Maynard 
Keynes theory insisted that it is not the 
interest rate which makes equilibrium 
but the employment level. “On the abil- 





year! And last year was the best we’ve ever had!! 
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General Agent Cleveland 


For Mass. Protective Assn. 





OTTO P. FREITAG 


Otto P. Freitag has been named gen- 
eral agent for Massachusetts Protective 
Association and the Paul Revere Life at 
Cleveland. He succeeds Howard O. 
VEIN 9 recently resigned. Mr. Frei- 
tag, joined the Massachusetts companies 
as a field supervisor two years ago. 
Previously he had been a personal pro- 
ducer in Worcester, Mass. 





ity to meet these and a host of gigantic 
similar problems depends the ability of 
this rising power in the politico-eco- 
nomic world to meet the responsibilities 
under which it now labors.” 
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Front row, L. to R.: Jo- 
seph A. Barbeau, Mana- 
ger, Dist. of Col.; Wil- 
liam Montgomery, Presi- 
dent of Acacia; Clarence 
L. Fritz, Manager, New- 
ark. 

Back row, L. to R.: Jack 
L. Rawlins, Manager, San 
Francisco; Samuel E. 
Mooers, Field Vice Presi- 
dent; Chase C. Gove, Jr., 
President of Acacia’s 
Honor Organization, The 
William Montgomery 
Quality Club; James M. 
Williams, Manager, Nor- 
folk; Vernon R. Zimmer- 
man, Managerg Northern 
Virginia. 


The 1951 meeting of Acacia’s Field Advisory Committee was just recently held in 
Palm Beach, Florida. Plans for continuing the Company’s great record of growth 
and development were fully and constructively discussed. There is a new Field 
Advisory Committee each year which is composed of the Company’s five most suc- 
cessful managers and the leading personal producer. Top performance in all phases 
of agency management must be achieved in order for a manager to qualify for one 
of the coveted positions on the Committee. 


William Montgomery, President of Acacia Mutual, and outstanding pioneer in the 
field of life insurance, has many “firsts” to his credit. Notable among his achieve- 
ments is this plan which he conceived more than 22 years ago to give men in the 
Field a voice in the management of their Company. The plan has proved of inesti- 
mable value in bringing about a closer understanding between the men charged with 
the responsibility of Management and the men who represent the Company in the 











— 





Home Office 
Washington, D. C. 


Field. 


The success and popularity of Acacia’s plan is strikingly illustrated by the number of 
companies that have adopted the idea. This is quite understandable, for Fieldmen 
everywhere are anxious for the opportunity to sit down with Management around the 
conference table in frank and open discussion of plans and policies that are of vital 
concern to them. 


VOR Ol RA LOM NORV E 


William Montgomery, President 


as 
t-te ¢ | q LIFE INSURANCE COMPANY 
Sov 
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Woodson Appointed as 
NALU Executive Head 


SCOPE OF POSITION ENLARGED 





To Be Managing Director With Salary 
and Authority on New Basis; Suc- 
ceeds E. L. G. Zalinski 





Benjamin N. Woodson, CLU, executive 
vice president of State Life of Indiana, 
has been appointed executive vice presi- 
National Association of Life 
and also has been made 
the Life Under- 
writer Training Council. He succeeds in 
both positions Edmund L. G. Zalinski 
who becomes assistant vice president of 


dent of 
Underwriters 


managing director of 





BENJAMIN N. WOODSON 


New York Life on July 1 when these 
changes take effect. It is expected that 
the NALU board at the annual meeting 
in Los Angeles in September will ask 
the National Council to change the title 
of the position to managing director and 
to effect a five-year agreement to ob- 
viate turn-over in the post as in the re- 
cent past. A statement by NALU says: 

“The new approach required a rec asting 
of the job of NALU executive vice presi- 
dent in terms of salary, authority, job 
security and otherwise much of which 
has already been effected.” 

Mr. Woodson combines in unusual de- 
gree the background for his new posi- 
manager, home 


tion. He has been agent, 
office official and, according to an an- 
nouncement several months ago, was 


slated to become president of State Life 
next year. His experience in institutional 
work has been extensive as he served 
eight years with the old Life Insurance 
Sales Research Bureau, now Life Insur- 
ance Agency Management Association. 


Delhi Oil Corp. Loan 

A direct placement of $14,000,000 
natural gas production loan has been 
made on secured notes by the Delhi Oil 
Corporation. New York Life loaned $10,- 
000,000 on a secured note due May 15, 
1963. Secured notes due February 15, 
1957 were taken by three banks. Re- 
public National Bank of Dallas, loaned 
$1,000,000; Northern Trust Company, 
Chicago, $1,500,000; and Society for Sav- 
ings, Cleveland, $1,500,000. 

The loan is secured by natural gas 
properties in the Barker Creek Dome 
Field of San Juan County, New Mexico 
and LaPlatta County, Colorado, and the 
Blanco-Largo Field of San Juan County, 
New Mexico. 

Proceeds of the loan will be used to 
refinance existing bank loans and for 
the development of oil and gas proper- 
ties in the United States and Canada. 


Pacific Mutual Life Names 
C. L. Kopp Ass’t Counsel 


Appointment of Charles L. Kopp as 
assistant counsel of Pacific Mutual Life 
has been announced by Asa V. Call, 
president. Mr. Kopp, who joined Pacific 
Mutual’s legal staff early in 1950, is a 
graduate of University of Southern 
California School of Law, and a member 
of Phi Alpha Delta Law fraternity. Pre- 
viously he was in banking and during 
World War II enlisted in the U. S. 
Marine Corps as a private, advancing 
to the rank of first lieutenant. 

Much of Mr. Kopp’s work with Pacific 
Mutual is concerned with legal aspects 
of modern life insurance selling. His 
knowledge of estate and inheritance tax 
legislation, business proprietorship and 
partnership insurance together with 
social security operation is at the dis- 
posal of Pacific Mutual’s general agency 
staff. 


Joe H. Cline Appointment 
The John Hancock has appointed Joe 
H. Cline special sales executive in the 
Group sales and service department. He 
will continue to work on the sales 
aspects of employer-union negotiated 
group contracts. His collateral staff 
duties include general sales planning 
and the analysis and preparation of 
competitive material. 





241 Sunrise Highway 
Phone: 





Hancock Advances Behrman 

Dr. Roland A. Behrman, medical di- 
rector of John Hancock since 1946, ha 
been elected vice president and medical 
director. He joined the organization in 
1917 as a field examiner; was a captain 
in World War I, returned to the com- 
pany as medical inspector. 

A graduate of Tufts College Medical 
School he was an interne in three Bos- 


ton hospitals. He then became a physi- 
cian in Nantucket. Later, while practic- 
ing internal medicine in Boston he was 
on visiting staffs of Boston City Hos- 
pital and Boston Consumptives’ Hos- 
pital and taught medicine and histology 
at Tufts. 








U.S.LIFE... 
A Better Life to Live! 


Everyone, by his daily personal conduct, can help 






to fight the contemptible prejudices — earnestly 
cultivated by Communists — which seek to divide 


America into groups of Protestants and Catholics, 


Christians and Jews, foreigners and natives, work- 


ers and capitalists. 


Let’s actively remember that we are American 


people . 


. and this is no place for so many kinds 


of people to live unless we share the common pur- 


pose of keeping U.S. Life... 
kk *& 


A Better Life to Live! 


Insurance of family security, and of earning capacity 
during working years, is a duty of the great body of 
American insurance agents. Agents of United States Life 


have an exceptionally complete schedule of policies for 
truly and fully protective coverage. 


The 


United States Life 
INSURANCE COMPANY i 
IN THE CITY of NEW YORK 
84 WILLIAM STREET 
NEW YORK 38, N. Y. 








pe, 





PRESS UNDERWRITING AGENCY 


16 Court Street, Brooklyn 2, N. Y. 
ROCKVILLE CENTER, L. I. 


ROckville Center 6-7734 
“MULTIPLE LINE FACILITIES” 


Fire — Inland Marine — Auto — Casualty 
Group — Accident & Health — Life 











MAin 4-3583 


JAMAICA, L. I. 
89-39 163rd Street 
Phone: OLympia 8-5350 








Administrative Assistant 


At Colonial Home Office 
Bre 





HAROLD E. STONER 


Harold E. Stoner, formerly a_ field 
manager in the West Chester, Pa. 
branch of Colonial Life, has been 
brought to the home office in the capac- 
ity of an administrative assistant, ac- 
cording to an announcement by James 
G. Bruce, CLU, vice president and 
secretary. 

A member of Colonial Life’s field 
force since 1935, Mr. Stoner has been 
one of the company’s leading producers 
both as an agent and later as a field 
manager. In his new assignment he will 
develop sales and prospecting ideas for 
both Ordinary and weekly premium 
business. His duties will also include 
assisting with new-man basic training 
courses. 

Mr. Stoner will conduct classes in the 
field, demonstrating the effective use of 
Colonial’s new sales aid, “House of 
Security Calculator,” which analyzes an 
individual’s current life insurance pro- 
gram and at the same time automatically 
calculates the agent’s proposal plan. 


Johannsen Fishing Outing 

The fishing trip on Peconic Bay of 
the A. J. Johannsen agency, Northwest- 
ern Mutual Life, a few days ago was 
the fourth of these annual _ events. 
About 20 participated. Leading angler 
was Harold W. Baird, retiring president 
of local life underwriters association, 
who made a catch of 57. Grant L. Hill, 
vice president and director of agencies, 
caught 40 fish. The day’s events con- 
cluded with a barbecue dinner. 


BUFFALO ASS’N OFFICERS | 
Allan W. Carpenter was elected presi- 
dent of the Buffalo Life Underwriters 
Association at the recent annual meet- 
ing. He succeeds Chauncey D. Cowles, 
Jr. Other new officers are: Laurice W. 


Hall, first vice president; Daniel F. 
Steinwald, second vice president; Jack 
O’Bannon, treasurer, and John F. 


Ciolino, secretary. 
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Guertin Reports On 
Civilian War Risks 


AT COMMISSIONERS’ MEETING 
ALC Actuary Tells of Adoption of Set 
of Principles by Committee 
on Project 








Swampscott, Mass.—A. N. Guertin of 
American Life Convention speaking for 
that association and Life Insurance As- 
sociation of America made a statement 
to life insurance committee of the Com- 
missioners last week relative to the 
pooling of civilian war risks. He told 
the Commissioners of the subcommittee 
of the Joint Committee on War Prob- 
lems which was appointed with Samuel 
Milligan as chairman of the subcom- 
mittee to consider the various problems 
involved in setting up some sort of 
mechanism to apportion excess civilian 
war mortality losses among the com- 
panies and the possibility of presenting 
a multilateral pooling agreement under 
which signatory companies would un- 
dertake to distribute catastrophe losses 
among themselves in proportion to their 
outstanding net risk. 

Presents Status of Project 

Mr. Guertin said: “I cannot report 
today on a completed project. I can tell 
you how far we have gone and the 
general direction of our thinking. Many 
problems remain to be solved. There 
remains in the offing the question of 
what, if anything, Government might do 
about the establishment of a mechanism 
for indemnification in connection with 
destruction of property. 

Mr. Guertin then told of the Joint 
Committee thinking along lines of a 
multilateral pooling agreement under 
which the signatory companies would 
undertake to distribute catastrophe 
losses among themselves in proportion 
to their outstanding net risk. The prin- 
ciples agreed among the members of 
the Joint Committee follow: 

Principles Agreed Upon 

1. Any pooling arrangement should 
be confined to claims arising from hos- 
tile action resulting in large loss of life. 

2. The liability of individual compa- 
nies for payments under the pool ar- 
rangements should be limited to some 
predetermined amount, thus fixing a 
maximum limit upon the possible lia- 
bility of each company to the pool. 

3. The pooling arrangement should 
be as simple as possible. It should be 
in the form of a multilateral agreement 
administered through a pool manager by 
a governing committee, composed of 
presidents or other high executives of 
companies participating in the pools. 

4. The pooling arrangement should 
apply to a home area defined as the 
United States, including all territories 
and possessions, and should be open 
to Canadian companies to the extent 
of their United States business. 

5. Each subscribing company entering 
the pool should take advantage of such 
war risk asset insurance as may be 
available. 

6. The right to enter the pool should 
be open to all legal reserve life insur- 
ance companies doing business in the 
United States, whether or not they are 
members of the Life Insurance Associa- 
tion of America or the American Life 
Convention. 

The Joint Committee was authorized 
to proceed with its studies along these 
lines by the board of Life Insurance 
Association at its meeting on May 24. 
Similar authority will be sought from 
the executive committee of American 
Life Convention at its meeting on June 
25. Upon such authorization, the Joint 
Committee is prepared to proceed with 
the detailed study looking toward the 
development of a concrete proposal for 
submission to the companies. 


PRU’S MAN. AGENCY MOVES 

The Prudential’s Mz inhattan agency of 
which Saul S. Vort is manager has 
moved from 90 John Street, N. Y. to 
the newly constructed 161 William 
Street building where the entire 21st 


floor is occupied. 


Nelson & Ward Co. Made 
Colonial General Agents 


PROMINENT IN ‘JERSEY CITY 





Noted Bankers, Business, Insurance and 
Civic Leaders at Reception 
Given by Company 


Nelson & Ward Co. of Jersey City, 
for years one of outstanding property 
agencies in northern New 
Jersey, has been appointed general 
agents of Colonial Life. The Colonial 
was host at a reception given in con- 
nection with the appointment, the affair 
being held at Jersey City’s famous res- 
taurant, Bruno’s, and those present in- 
cluded most of the prominent bankers 
of north New Jersey as well as other 
leaders in business and life 
and civic and social circles. 

James E. Barton, with long experience 
in the field, will be in charge of the 
Nelson & Ward life insurance depart- 
ment with title of associate general 
agent. A graduate of St. John’s Uni- 
versitv Law School he went with Home 
Life in plan estate department where 
for some years he entered the field for 





insurance 


insurance 





will be treated confidentially. 


41 Maiden Lane 





AGENCY DEPARTMENT EXECUTIVE 


A large West Coast Life Insurance Company, selling Life and Accident 
& Health Insurance, has an unusual opportunity for a qualified Agency 
Department Executive to take charge of sales promotion and training. 
Field and Home Office experience necessary. Write stating age, educa- 
tional and business background, family status, present salary. Replies 


Box 2024, The Eastern Underwriter 


New York 38, N. Y. 








that company. For a time he was with 
Union Mutual in Newark. He has been 
on the faculty of Practicing Law Insti- 
tute. 

Three generations of the Nelson fam- 
ily have figured prominently in develop- 
ment of Nelson & Ward Co. since its 
foundation in 1865 by Henry J. Callo. 
In 1876 William George Nelson went 
into partnership with Mr. Callo, agency 
then taking name of Callo, Nelson & 
Ward. After Mr. Callo died in 1891 
Nelson and Ward incorporated. Harvey 
B. Nelson, now Nelson & Ward presi- 
dent, entered the agency in 1906. He is 
a former president of New Jersey Asso- 


ciation of Insurance Agents. Harvey B. 
Nelson, Jr., upon his return from World 
War Il, was elected vice president. 
William George Nelson died in 1925 and 
John H. Ward died in 1932. 


PROMOTED BY PRUDENTIAL 
Sidney V. Mitchell, Jr., director of 
agencies of The Prudential’s western 


home office, has announced the promo- 
tions of Victor L. Smith to manager of 
the Presidio district office at San Fran- 
cisco, and Arthur E. Payne to the Sac- 
ramento district office. 





Digby 4-0040 


ASSOCIATES 


L. P. Robinson 
H. H. Moore 





THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


We help you sell it 


® 

... help you keep it sold -« - 

aa 
Your in-force business couldn't be in safer hands than the DOWNTOWN AGENCY'S 
Cashier's. His staff keeps one eye on the calendar—one on those overdue premiums. On e 
the last day of grace he contacts the insured and the interested Broker by phone—or, if 
necessary, by telegraph. This system has saved many cases for Brokers and Surplus Writers - 
—has helped to make our lapse rate one of the lowest in the business. Ps 


Let us handle the details on your next case. DOWNTOWN AGENCY'S service is fast, é 
courteous, and complete—designed to help you sell it and keep it sold. 


BROKERAGE SPECIALISIS © 


DOWNTOWN AGENCY 


EUBANK & HENDERSON, Managers 


40th Floor, 40 Wall Street, New York, N. Y. 


Leo Blatz 


W. 





E. J. Curtin 
Q. Meeker 


HOME OFFICE: 
NEWARK, N. J. 
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Henry Marshall Heads 
Brooklyn As Ass’n Branch 


SUCCEEDS BERNARD M. EIBER 





Other Officers and Association Directors 
Unanimously Elected; Mr. Marshall's 
Career 





Henry Marshall, general agent, Provi- 
dent Mutual, was elected president of 
the Brooklyn Branch of the Life Under- 
writers Association of the City of New 
York at the fourth annual election meet- 
ing last Friday at the Hotel Bossert, 
Brooklyn. He succeeds Bernard M. 





Takagi Studio 
HENRY MARSHALL 


Eiber, general agent, Mutual Trust Life. 
Other members of the slate unanimously 
elected include Sophie Lubroth, Mutual 
Trust Life, administrative vice presi- 
dent; Irving S. Bober, CLU, New Eng- 
land "Mutual, educational vice president; 
Samuel H. Glass, Equitable, public rela- 
tions vice president; Morris Besso, Met- 
ropolitan, treasurer; Robert J. Sayles, 
Prudential, secretary. 

Directors elected for the term expiring 
in 1952 are Maurice Blond, Mutual 
Trust; Walter F. Burke, Colonial, Ed- 
ward C. Dohse, Prudential;. Robert Parr, 
John Hancock. Those elected to serve 


through 1953 are Lewis Weingarten, 
Fidelity Mutual and Max Mell, John 
Hancock. Directors elected to serve 


through 1954 are J. M. T. Billson, Aetna; 
Arthur Merin, Berkshire; Anthony P. 
Musalo, Maccabees; Herman Reinis, 
Manhattan Life; Edward Rosenbaum, 
Mutual Benefit; Grace Ross, New York 
Life; Milton Weintraub, Prudential; 
3ernard M. Eiber, CLU, Mutual Trust 


Life; J. Karp, Massachusetts Mutual. 
Mr. Marshall’s Career 
Mr. Marshall was graduated from 
New York University in 1932 and en- 


tered the life insurance business with 
one of the large Eastern companies in 
1933. He served for eight years during 
which period he produced ‘business for 
256 consecutive weeks. In 1942 he en- 
tered Government service, being released 
after two years and eight months. 

In 1946 Mr. Marshall was made branch 
manager in Brooklyn for the S. S. Wolf- 
son Agency of Berkshire Life. He was 
appointed general agent for the Provi- 
dent Mutual in 1948. 

Long engaged in association affairs, 
Mr. Marshall has served as an officer 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Republic National Moves 


Final steps have been completed in 
the transfer of offices of Republic Na- 
tional Life to its new quarters on the 
Central Expressway between Haskell 
and Carroll Avenues, Dallas: Plans for 
the undertaking began nearly two years 
ago with purchase of a 22-acre tract 
fronting on the Expressway. 

The new building provides 63,000 
square feet of available floor space. Ap- 
proximately 300 people comprise the 
home office staff. 





of the Brooklyn Life Supervisors Associ- 
ation and was active in the formation 
of the Brooklyn Branch of the New 
York City Association. He is also a 
member of the Brooklyn Life Managers 
Association and has served as chairman 
of various committees. 

Mr. Marshall is a member of the board 
of the Civic Association of Great Neck 
Estates and of Kensington P. T. A. He is 
a captain for the Boy Scout Fund in 
Great Neck and is currently serving 
as chairman of the annual carnival and 
outing for Great Neck Estates. He is 
also on the faculty of Agents Training 
Course. Mr. Marshall is a Mason. 

Guest speaker at the meeting of the 
Brooklyn Branch was Harry K. Gut- 
mann, CLU, Mutual Life of New York, 
who discussed “Career Prospecting.” 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Bozell & Jacobs Group 

All employes of Bozell & Jacobs, Inc., 
advertising and public relations agency 
with 11 offices over the country, have 
been insured in a Group insurance plan 
through the United Benefit Life of 
Omaha. The insurance has been pur- 
chased by Morris E. Jacobs, co-founder 
and head of the agency, as a special 
recognition of the 30th anniversary of 
the agency’s founding. 

One hundred and forty employes are 
covered by the life insurance program, 
Mr. Jacobs said. Future employes will 
be insured on the first day of the month 
following the completion of six months 
of continuous service. The amount of 
insurance involved is $650,000. There is 
no cost to the employes. 








progress of all recruits. 








in @ series of advertisements outli joy 
NUMBER TWO by field underwriters of the Cautteble Life | : va 


TRAINED FOR 


SUCCESS 


Fieta underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 


HOUITABLE 


Life Insurance Company 


FOUNDED IN 1867 IN DES MOINES 





OF IOWA 








Chicago CLU President 





Maurice Seymour 


LORRAINE SINTON 


Lorraine Sinton, sales promotion man- 

ager of Paul F. Cook agency, Mutual 
Benefit Life, has been elected president 
of Chicago Chapter of CLU, the first 
woman to hold this post. Long promi- 
nent in the life insurance field of Chi- 
cago, Miss Sinton has written much on 
the subject of salesmanship; has an un- 
usually wide acquaintance with agents 
and brokers. For some years she been 
author of the stories of Chicago person- 
alities which have appeared in The Gold 
Book of Life Insurance Selling, issued 
annually by The Eastern Underwriter. 
_ An accident at the telephone resulted 
in Miss Sinton having eye operations. 
Despite her defective vision she is one 
of the most successful sales promotion 
managers in the agencies of the country. 
Miss Sinton ‘was subject of one of the 
famous “White Collar Girl” profiles of 
Ruth McKay of the Chicago Tribune, 
biographer of Chicago’s successful career 
women. 


Philadelphia Life Passes 


$150,000,000 In Force 


William Elliott, president of Phila- 
delphia Life announced at the company 
convention at the Cavalier Hotel, Vir- 
ginia Beach, Va. June 10-13, that the 
company had passed $150,000,000 of in- 
surance in force. 

This achievement was marked by the 
largest month of paid business in the 
company’s history when over $4 million 
of new business was paid for during 
May, 1951, the President’s birthday 
month. This reflects an average yearly 
increase in insurance in force of ovef 
17% each year for the past five years. 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


41 PARK ROW, NBW YORK 
Telephone BArclay 7-4443 
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She 


needs 
a 
pension, 
Too. 





mour 


man- 
[utual 
sident 
first 
romi- 
Chi- 
ch on 
n un- 
gents : p ; j : ; 
been Some of your clients are planning to retire on pensions provided by their 
-rson- 
Gold employers. 
issued 
ter, 


sulted Remind these people that their wives are likely to survive them by five or ten 


tions. 


5 one years, particularly when the wife is younger than the husband. 


10tion 
untry. 


shy Most pensions stop with the employee’s death. Thus the wife is very likely to 


ibune, need some sort of pension for her own support. 





sareer 


You can offer clients any one of several forms of Travelers Life insurance 
that provide for paid-up insurance at age 65. In this way the client can be sure that 
orce | his wife will have an income in the event of the termination of his pension due to 
Phila death. 





7 a | THE TRAVELERS INSURANCE COMPANY 


uring HARTFORD, CONNECTICUT 
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New York Life Names Regional Group Sales Managers 


Five regional Group sales managers, FE. Purdy, Northeastern Division; and $10 Monthly Income Disability Substandard—600% Mortality 
William L. Fehon, Jr., Southeastern Di- 


for the Northeastern, Southeastern, Cen- Vu ° ° ° 

Breet eet v3 ges re lian divisions, Vision. 50-Year Family Income Rider Retirement Benefit Plan for Brokers 
vida Men ana ies cca ion acd Oe a Seay Mr. Jones, whose headquarters will be . z " A 
have now been appointed by New York jn Chicago, ‘will be in charge of district Exceptional Consideration for Overweights 


Life according to an announcement by offices in Chicago, Detroit, Cleveland, 
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ASSURANCE ComPANY INC. 
1780 BROADWAY, NEW YORK 
-at 57th Street * JUdson6-4660 





DAVID A. CARR, President MICHAEL A. WILTON, Vice President 











Continue Dividend Scale 


American United Life, Indianapolis, 
will continue the same dividend scale 
for participating policies, and the same 
gross interest rates on policy funds, for 
the year from July 1, 1951 to June 30, 
1952, as have been effective during the 
past two years, President Leslie E. 
Crouch has announced. 

During 1950 American United in- 
creased its insurance in force by more 
than — to an all-time high of 
$448,000,000. 





ERVIN L. JONES WILLIAM F. L’HEUREUX 


Wendell Milliman, vice president in Cincinnati, Milwaukee, and Minneapolis. ciate oe 
He is a graduate of Syracuse University 
F : and a former newspaperman. He became 
ment of a sixth manager, to take charge assistant manager of Connecticut iene 
of the Western Division with headquar-_ eral’s Group department i in New York 
ters in St. Louis, will not be made until a 1942 and manager of that company’s 
Group office in Newark in 1944. He is a 
ecole e former secretary-treasurer of the New 
will be covered by home office personnel lorsey State Liles Underwriters asencia« 
also under the direction of Assistant tion.” 

Vice President Paul A. Norton. Mr. L’Heureux’s headquarters will be 
in San Francisco, in charge of district 
offices in Los Angeles, Seattle, San 
Francisco, and other locations to be 


charge of Group insurance. Appoint- 


COLUMBUS MANAGERS MEET 

Robert H. Wessels, Metropolitan Life, 
has been elected president of the Co- 
lumbus Life Managers and General 
Agents Association. Jerry Woodley, 
Home Life of New York is the new vice 
president and Dale Miller, Bankers Life, 
secretary-treasurer. 


later and in the interim this territory 





The three new regional Group sales 





headquarters and will supervise district 


managers, in addition to two announced 
offices in Montreal, Toronto, Vancouver, 


earlier by the company, are Ervin I. announced. A graduate of the University WILLIAM R. LIVINGSTON and other locations. A graduate of the 

Jones, Central Division; William F. of California and Harvard Business arr ; University ae Torthtc, ke served ‘with 
ivision; < il- Sc as form , Group super- . ‘ 

L RACuSCUN, Pacific Divi Me and Wil schoo, y? bad BS aie gs Pg “h 4 Wes dent of the Harvard Business School _ the Canadian Army for four years before 

liam R. Livingston, Canadian Division. visor tor Metropouian iste on the West “Aliauni Assocation of Sen Prameseo. joining Aetna Life as home office repre- 

Those previously designated were Robert Coast. Mr. L’Heureux is a past presi- iy. Livimeston: will matke Tideatis ts. sentatree im Torus. 





> al 
What Did the President 
Say to the “Veep”? 


He looked him right in the eye and said, “Congratu- 
lations, Jones, on conducting the best convention in ...a book full of modern, 
our history!” The reasons are obvious. Over and above 
the matchless meeting facilities, Greenbrier’s conven- 





up-to-date coverages 


tion staff is virtually a group of efficiency experts which Peovilleat Peoduc- 
geared to do your bidding in faultless fashion. And 
since cooperation breeds cooperation, you'll find that ers say make it easier to 


you will accomplish more here at your convention at 
The Greenbrier than you thought possible. As for re- 
laxation and recreation when the work of the day is 
done, where but at The Greenbrier are there three 
championship golf courses, wonder-working health 
baths at our world-famous Spa, skeet, riding, and a With the Programmed In- 
sun-bathed, glass-enclosed pool. 

Yes, if you want to win the “Old Boy’s” approval, 
decide on The Greenbrier as your convention spot, first Triple D, Double Protection and Disability Income 
choice of business, large and small, the country over. 


sell the prospect what he 


wants. 


come Plan, the Thrift Plan, 











($10 per $1000), to mention a few, the Provident 


os) Producer is making record-breaking gains because he is 
peonl tC)" EQUIPPED for SUCCESS. 


WHITE SULPHUR SPRINGS, WEST VIRGINIA 





Edward T. Lawless, Vice-President 
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Chicago, 77 West Washington Street—RA 6-0625 
Washington, Continental Bldg.—RE 2642 + Boston, 73 Tremont St.—LA 3-4497 CHATTANOOGA 
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11,000 Insured Plans 
Of Employe Retirement 


SIEGFRIED’S OLD AGE TALK 





Metropolitan Life’s Associate Actuary at 
Forum of Northwestern University, 
Evanston, IIl. 





Charles A. Siegfried, associate actu- 
ary, Metropolitan Life, was one of the 
speakers at the centennial celebration of 
the Northwestern Mutual Life in Evan- 
ston June 8. His talk was part of the 
forum on the problems of the nation’s 
aging population. Other speakers includ- 
ed Dr. Leonard A. Scheele, chief sur- 
geon of U.S. Public Health Service and 
Dr. C. H. Hardin Branch, chairman of 
the department of psychiatry of the Uni- 
versity of Utah School of Medicine. 

Mr. Siegfried stressed need of a bet- 
ter understanding of the complex eco- 
nomic and social factors affecting the 
support of the aged. He declared that 
“an increase in tools and other mate- 
rials of production, or in their efficiency, 
so that an increased volume of goods 
and services can be produced” is neces- 
sary for the maintenance of desirable 
standards of living in the face of an 
increasing population of nonproducers. 


Three Areas of Responsibility 


Mr. Siegfried directed attention to 
three areas of responsibility dealing with 
the economic problems of old age—the 
area of individual responsibility, that 
associated with the relationship of em- 
ployers and employes, and the social 
or governmental—and spoke of the im- 
portance of appropriate action in each 
area if the problems are to be at- 
tacked successfully. The significance of 
insurance and insurance principles in 
this matter was emphasized. 

Much of the $230 billion of life insur- 
ance owned by the American people, 
Mr. Siegfried pointed out, represents not 
only protection against the consequences 
of untimely death, but also a substan- 
tial measure of support during old age. 
He noted that about $250 million is set 
aside annually to purchase individual an- 
nuities, and that the principles of insur- 
ance have been successfully applied to 
the underwriting of pension plans. 

He reported that there are at present 
about 11,000 insured retirement plans 
covering nearly 3,000, employes, and 
that nearly $1 billion annually is being 
applied each year by employers and em- 
ployes to fund such plans. 


1950 SS Act Amendments 


Mr. Siegfried noted that Congress— 
both Senate and House—has given very 
careful attention to the complex issues 
involved in social security legislation. 
He saw many encouraging aspects in 
the 1950 amendments to the Social Se- 
curity Act. 

“A great task lies ahead,” he com- 
mented. “This has been recognized by 
the Senate in a resolution authorizing 
a thoroughgoing study of the whole so- 
cial security structure. The successful 
response to the challenging issues in 
social security may well be one of the 
critical tests of the strength of our 
democratic system of government.” 

In spite of an informed understanding 
of the problems, and in spite of the best 
conceived insurance and social security 
plans, there will still be a lack of assur- 
ance in approaching old age, Mr. Sieg- 
fried concluded, unless the basic econ- 
omy of the country is sound. 

“It is important that we keep our eyes 
continually on the threat of inflation and 
consider carefully all measures by 
which this basic enemy can be defeated,” 
he said. 


TEXAS ASS’N OFFICERS 

The Texas Home Office Life Under- 
writers Association has elected Colin E. 
McRae, Southwestern Life, as president 
for the ensuing year. He succeeds Wil- 
liam L. Candler. Other new officers are 
Robert Blevins and Virgil Cottle, vice 
presidents, and Louise Wassman, secre- 
tary. 


Canada Life’s Dividends 


The Canada Life has revised its scale 
of annual dividends for the period com- 
mencing July 1, 1951. The principle of 
annual extra dividends has been con- 
tinued, the extra dividend being at a 
higher rate than for the previous year. 
As for the basic annual dividends on 
assurances, the total amount paid out 
will be increased considerably, the result 
varying with plan and age. On certain 
plans there will be minor reductions in 
basic dividends, but every premium-pay- 
ing annual dividend policy, if receiving 


cash dividends, will receive a combined 
basic and extra dividend larger than the 
same policy received last year (unless 
some change was made in the policy). 

This year the company has not pre- 
pared a dividend manual, but has pre- 
pared some schedules of annual cash divi- 
dends payable on policies completing 
their second and third policy years and 
projected to the twentieth year on a 
basis consistent with the dividends 
actually payable at the various durations 
on different series of policies adjusted 
for differences in premium rates and 
gwaranteed values. 


DISTRICT GROUP SUPERVISOR 

William M. Wise, Jr., has been ap- 
pointed district Group supervisor of the 
Travelers at Newark. He has been as- 
sistant district Group supervisor at Bos- 
ton since January, 1950. Mr. Wise joined 
Travelers as a Group assistant at Boston 
in 1942, In 1943 he was granted military 
leave of absence and served in the Navy 
until 1946. When he rejoined the Travel- 
ers at Boston in 1946 he was appointed 
Group supervisor and held that position 
until his promotion to assistant district 
Group supervisor. 
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recognition to their careers. 


Life and Qualifying Members Repeating 


STATE MUTUAL 


d 
1ONndires 
for1951 


State Mutual salutes these fourteen associates .- - +... members of the MILLION 
DOLLAR ROUND TABLE for 1951. 
Few there are who achieve this honor. Those who do, employ the fullest use of knowl- 
edge, vision, industry and experience. 
Hearty congratulations to all who made the MILLION DOLLAR ROUND TABLE 
for 1951 and especially to our own fourteen associates who have added this distinguished 





Stanley E. Martin, General Agent, Dallas 


Louis Frank, The Julius Selling Agency, New York 
Raymond W. Frank, General Agent, Chicago 
John M. Hammer, General Agent, Tampa 

Isaac Loskove, The Jeff Gros Agency, Memphis 
Frankland F. Stafford, The Louis A. Cerf, Jr. Agency, New York 
Roy E. Stringer, C.L.U., The Harry J. Altick Agency, Detroit 


Life Members 


Qualifying Members Repeating 





Irwin Hertzman, C.L.U., General Agent, Louisville 
Earl Juers, The Raymond W. Frank Agency, Chicago 
Oscar Hurt, Jr., The Jeff Gros Agency, Memphis 


Qualifying Members First Time 





Benjamin W. Ayres, General Agent, Worcester 
Kenneth L. Means, The Nothhelfer & Leck Agency, Chicago 
Maurice Rosenberg, The Washington, D. C. Agency 


STATE-MUTAL:LIFE 


ASUNLAIUCE 


OF WORCESTER. MASSACHUSETTS 


Incorporated 1844 


Nathan P. Paulus, General Agent, Dayton 
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Pasquale A. Quarto Heads 
New York CLU Chapter 





Paul Parker Photo 
PASQUALE A. QUARTO 


Pasquale A. Quarto, CLU, was elected 
president of the New York Chapter of 
Chartered Life Underwriters at the an- 
nual election meeting of that organiza- 
tion this week at the Martinique Hotel. 
Mr. Quarto, who is director of training 
for the Life Underwriter Training Coun- 
cil, received his CLU designation in 1943 
and has served the Chapter in varying 
capacities up to his present appointment. 

Well known in life insurance training 
circles for his work with the life Under- 
writer Training Council, Mr. Quarto 
joined the organization when it was less 
than a year old and had an enrollment 
of only 133 students. During the next 
three years, he was mainly responsible 
for the development of the Second Year 
is the constant re- 


LUTC’s cur- 


text material as well z 
vision of the entire course. 


rent enrollment figure is over 4,400 
students in 165 cities throughout the 
nation. 


A graduate of the College of the City 
of New York, Mr. Quarto was connected 
with the John Hancock for 12 years 
prior to his joining the Training Council, 
first as an agent and later as a super- 
visor of the Harry Gardiner Agency in 
New York. Active in affairs of the New 
York City Life Underwriters Associa- 
tion, he served on its board of directors 
for several years and was vice chairman 
of the committee on compensation of 
the National Association of Life Under- 
writers, 





Phoenix Mutual Life’s 
Second Los Angeles Agency 


Continuing its program to extend com- 
pany facilities on the west coast, Phoenix 
Mutual Life has opened a second agency 
in the Los Angeles area, located in 
Hollywood. Glenn R. Larson has been 
appointed supervisor-in-charge. 

Mr. Larson joined the St. Paul agency 
of Phoenix Mutual in 1945 and later 
that year transferred to the Los Angeles 
agency, managed by Leon A. Soper. Two 
years later, Mr. Larson was selected for 
management training. He completed the 
Supervisors’ Training School at the 
home office and received further training 
in the Kansas City, Chicago La Salle, 


3uffalo, Detroit. and Pitts burgh agen- 
cies. 

The new Hollywood office is located 
in the Taft Building on the corner of 


“Hollywood and Vine.” With this ad- 
dition, Phoenix Mutual now operates six 
west coast agencies. 


250 Field Men To Be at 
Berkshire Centenary 


IN STOCKBRIDGE, JUNE 19 AND 22 





Commissioner Sullivan, President John- 
son of Institute to Speak; 
Company’s Large Gains 


More than 250 field men are expected 
to attend the 100th Anniversary of 
Berkshire Life which will be held June 
19-22, at Stockbridge, Mass., where the 
centers of activities will be in the Red 
Lion Inn and Heston Hall. Principal 
speakers will be Insurance Commissioner 
Dennis E. Sullivan of Massachusetts, 
and President Holgar J. Johnson, Insti- 
tute of Life Insurance. 

Introduced at the convention will be 
the company’s new 1951 portfolio of life 
contracts for adults and juveniles, and 
its accident and health and hospitaliza- 
tion plans. Hiram S. Hart, superin- 
tendent of agencies, will be chairman of 
the convention itself and Stanley C. 
Newton, assistant superintendent of 
agencies, is chairman of convention ar- 
rangements. The program includes busi- 
ness meetings, conferences of the com- 
pany’s General Agents Association, and 
there will be special programs for the 
wives. An unusual feature of the con- 
vention, developed by Hiram S. Hart, 
will be a large velvet pad demonstration 
board from which the speakers will give 
visual presentations. Against the back- 
ground colorful charts, displays, ¢ar- 
toons and other material will stand out 
vividly; can be quickly placed in posi- 
tion and removed. 


Company’s Progressive Record 


The Berkshire for the year ending 
May 31, 1951, had largest twelve months 
in its history, with more than $40,000,000 
new life insurance business. A new eight 
weeks’ record was scored in the com- 
pany’s Loyalty Month, ending May 31, 
with production of $10,038,301. It was di- 














a in 





renewing... 


is easier with Pacific Mutual’s complete personal pro- 
tection plans. One reason—ACCIDENT & SICKNESS DISABILITY 


INCOME is an asset no policy owner cares to forego. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 
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rected by Frederick C. Leen, Portland 
general agent. Top honors were won by 
George N. Matthews agency, Buffalo. 
Agencies considerably increasing their 
quota included Edward J. Dore, De- 
troit; Joseph E. McCombs, Washing- 
ton; S. Samuel Wolfson, New York; 
and R. Maxwell Stevenson, Pittsburgh. 
Leading personal producers among agents 
in volume were Bruce Sweet, Buffalo, 
Jack C. Harper, Wichita, and Samuel 
Fudesco, Syracuse. In accident and 
health paid-for cases, George Feldman, 
Jersey City, was leading agent. James 
B. O’Brien, Inc., agency, Albany, led 
the agencies. 





AAMED FOR WORLD-WIDE SERVICE from branches 
located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 


diversity of its comprehensive life insurance and annuity 


plans. The specific needs of men, women and children 


under widely differing circumstances are taken care of, 


and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
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Phila. Brokerage Manager 
For Paul Revere Life 





WILLIAM BARR, JR. 


William Barr, Jr., has been named 
brokerage manager at Philadelphia for 
Paul Revere Life. Mr. Barr has repre- 
sented the company in a similar capacity 
in Cleveland. He succeeds John 
Bogardus, who will open a new general 
agency for the Paul Revere and the 
Massachusetts Protective Association at 
Hartford, Conn., next month. 

Mr. Barr entered the business as a 
claim adjuster. After four years of World 
War II service, he returned as a per- 
sonal producer. Prior to joining the Paul 
Revere, he had served as brokerage man- 
ager for Massachusetts Indemnity in 
Philadelphia. 


Honor L. C. Mascotte 


In recognition of his having been 
named Lincoln National Life’s Agent of 
the Year for 1950, L. C. Mascotte, CLU, 
manager of the life department for 
S. O’Rourke & Co., was presented with 
a hand-engrossed Honor Scroll and an 
engraved medal at a recent luncheon 
by Cecil F. Cross, company vice presi- 
dent and director of agencies. The 
designation was based not only on total 
volume of business produced but also 
on other quality factors. His name was 
also engraved on the lobby wall of the 
company’s home office building. 
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“Multiple Line Cos.” and Group Life 


Eligibility of Those Writing All Lines of Casualty and Fire to 
Take on Group Discussed by Committee 
of Commissioners 


At the meeting in Swampscott last 
week of the National Association of In- 
surance Commissioners, a report on 
“Should Multiple Line Companies Be 
Allowed to write Group Life Insurance ?” 
was made by a subcommittee of laws 
and legislation committee consisting of 
Commissioners Taylor, chairman ; Kav- 
anaugh and Crichton. By ‘ ‘multiple line 
companies” the committee had in mind 
insurance companies which are eligible 
to write all lines of casualty and fire 
insurance. It had no reference, of course, 
to company groups which have in their 
organization a life insurance company. 
The committee said that it had largely 
been guided in its report by ideas from 
Henry F. Ries, actuary, Colorado In- 
surance Department, and a paper which 
he presented in Denver at a meeting of 
Commissioners of Zone 5. The report 
in part follows: 

If Group life insurance were written 
by multiple line companies, what changes 
in the state laws would be necessary? 
It would seem important to have a 
Group department within the multiple 
line carrier staffed with individuals well 
versed in life insurance. If additional 
capital or surplus were required by law, 
would it be preferable for a multiple 
line carrier interested in writing Group 
life insurance to organize a separate life 
insurance company? 

Entering this additional field of com- 
petition might well have a tendency to 
make these multiple line corporations 
bigger and handicap considerably 
the smaller companies. 

Different Types of Organizations 

There are many insurance organiza- 
tions which have a life insurance com- 
pany as well as a casualty and fire in- 
surance carrier within their group. 
Therefore, if multiple line companies 
want to write Group life insurance, why 
should they not organize a life com- 
pany, because it will probably be neces- 
sary for them to write Ordinary insur- 
ance as well arising out of the 
Group life contract. 

It is true, there are recognizable simi- 
larities between multiple line and life 
insurance companies. They both write 
insurance upon the health of persons as 
well as against injury or disability of 
people. 

Even though it is not literally true, 
generally speaking, casualty and fire in- 
surance are thought of as insurance on 
property while life insurance and acci- 
insurance are looked 
upon as insurance on individuals. 

The two types of insurance organiza- 
tions are different. The thinking of the 
officers of a multiple line company, with 
its complicated casualty lines and fire 
lines, is entirely different from the 
thinking of those who guide a life in- 
surance company because the adminis- 
tration is so different. The problems are 
very different. The operations are dif- 
ferent. 

The Investment Problem 


For example, the investments of mul- 
tiple line carriers are on a relatively 
short term basis due to the fact that 
they deal chiefly in short term con- 
tracts, while the opposite is true of life 
insurance companies. Claim problems, 
reinsurance treaties, reserves, sales plans 
—to name a few—are entirely different 
for the two types of companies. 

And, of course, changes in state laws 
would be necessary if multiple line com- 
panies were to write Group life insur- 
ance. The laws restricting these com- 
Panies to the writing of casualty and 
fire coverages would have to be 
amended. 

Also, the NAIC Group life bill, which 
is the law in a number of states, pro- 
vides in effect that if the insurance on a 
Person covered under the Group policy 


ceases because of termination of em- 
ployment, or of membership in the class 
or classes eligible for coverage under the 
policy, or if the Group policy terminates 
or is amended so as to terminate the 
insurance of any class of insured per- 
son, then such person shall be entitled 
to have issued to him by the insurer, 
without evidence of insurability, an in- 
dividual policy of life insurance pro- 
vided application for the individual 
policy shall be made, and the first pre- 
mium paid to the insurer, within thirty- 
one days after such termination. 


Would Put Multiple Companies in Life 
Business 


This widely accepted provision would 
place the multiple line companies with 
both feet squarely in the life insurance 
business—not only in the Group life in- 
surance business—but in the Ordinary 
insurance business as well. 

If that should come to pass, would you 
prophecy that the life inurance com- 
panies would seriously consider entering 
the casualty and fire fields? 

Ts there a definite need for the writing 
of Group life insurance by the multiple 
line carriers? 


Reserve Liability 


Tn a number of states, the reserve 
liability of every domestic life company 
must be checked each year by the state 
Insurance Department in compliance 
with the laws. Is not this an indication 
that these reserve funds covering life 
insurance contracts are regarded as 
being in a special. category? These funds 
of life companies which assist the 
widows and children in makine an im- 
portant and vital financial adjustment 
in life, are evidently looked upon by the 
state as being a special trust; hence the 
added emphasis given in the statutes to 
these funds. 

It has been the rule that investments 
covering the reserves of a life insurance 
company should not be mingled with 
the reserve of property insurance be- 
cause in the event of a catastrophe, the 
financial structure of the company might 
be weakened, thus endangerire the re- 
serves of the life insurance policies. 

In conclusion, would this “one vack- 
age” system, if adopted. bring forth the 
“super-market” system in the insurance 
business, having a tendency to make the 
big bigger, causing the medium and 
small sized companies to be stymied and 
handicapped? Do vou feel, as a number 
do, that the multiple line law has al- 
ready brought about a monopolistic 
tendency ?And finally, do you agree that 
the encouragement and development of 
new and small business is still verv 
fundamental to a successful democracv ? 

In view of the manv important ques- 
tions involved, it would seem premature 
to make recommendations in this matter 
at this time. 


COST ACCOUNTANTS OFFICER 

Paul E. Tierney, Somerville, Mass., 
was elected vice president of the Boston 
Chapter of the National Association of 
Cost Accountants at the annual meeting 
held recently in Boston. Mr. Tierney 
has been active in NACA affairs for 
many years having previously been 
secretary, director of programs, and di- 
rector of publicity of the Boston 
Chapter. Mr. Tierney is the auditor of 
the John Hancock. 

In addition to his activities in the 
NACA, Mr. Tierney is a member of 
many professional societies including 
the American Institute of Accountants, 
American Accounting Association, New 
York Insurance Accountants Club, At- 
lantic Alumni-Life Insurance Sales Re- 
search Bureau, and the Research Insti- 
tute of America. 


Insurers Conference 


(Continued from Page 1) 


College; general co-chairman Georgia 
Baptist Hospital Expansion and Devel- 
opment Fund; deacon and president of 
Men’s Fellowship Club of Second Ponce 
de Leon Baptist Church; member of 
board of Piedmont Driving Club; former 
vice president Atlanta Junior Chamber 
of Commerce. He has many fraternal 
and club affiliations. 

Executive Director Williams’ Report 

In his report as executive director of 
the conference, Martin B. Williams said 
that at the end of 1950 companies’ mem- 
bers of the conference had_ total pre- 
mium income of more than $782 million 
with $23.5 billion of insurance in force 





I. M. 


SHEFFIELD, JR. 


and more than $3.5 billion of assets. 

“These figures represent almost 42 
million policies in force, supported by 45 
thousand agents, and 21 thousand other 
company employes,” he said. “Once 
again we can report that these are not 
estimates but true figures with every 
member company reporting. We should 
like to express here our sincere apprecia- 
tion for this type of cooperation. 

“It has never seemed proper to us that 
your staff representatives should make a 
full organizational report. The chair- 
men of the various committees, who 
have spent their time and effort in your 
behalf, deserve the recognition which 
they "have earned. Were it not for them, 
even this report would not have been 
possible. It should be stated, however, 
that in addition to those efforts in which 
members joined in concerted action, that 
representative officers of over 50% of 
conference companies accepted commit- 
tee assignments and carried out their 
duties to the full satisfaction of the con- 
ference and the industry. They have 
represented you well, 

“In viewing the legislative picture, this 
has been a heavy year. The le gislatures 
of 43 states have been in session. For- 
tunately, little legislation harmful to life 
or accident and sickness insurance has 
been enacted. On the other hand much 
legislation of a constructive and whole- 
some, nature has become law. Specifi- 
cally, the standard provisions law for 
accident and health insurance which was 
prepared so painstakingly by industry 
and Insurance Commissioners was intro- 
duced in 20 states leading toward uni- 
formity. Nine states have acted favor- 
ably and perhaps others will do like- 
wise .before adjournment. This legisla- 
tion has been singled out because of the 
sizable volume of accident and health 
business written by members of the con- 
ference. 

“As is well known, the conference has 
always stood opposed to compulsion in 
any form. believing it to be contrary to 
the American free-enterprise system. It 
is pleasing to report that the propo- 
nents of compulsory cash sick benefit in- 





EMPIRE 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


| A Forty-Three Year Old 
Capital Stock Company 


INDIANAPOLIS, INDIANA 


Makes All Promotions from its 
Own Personnel. 

]| Its Employees are Protected 

under the Company's Disabil- 

ity Plan, if Disabled by Acci- 

dent or Sickness. 


Its Employees are Insured under 
Group Insurance Plan. 





Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 


Its Employees like us and we like 
them, all of which means a 
smooth-running Company. 





JAMES M. DRAKE, President 























spite of all-out pressures 
directions) have met defeat 
in their schemes, in most instancés, on a 
national and state level alike. A well 
earned tribute from the entire business 
goes to E. H. O’Connor, managing di- 
rector, Insurance Economics Society, 
for his leadership in this effort. 

“In the Federal legislative spotlight, 
the income tax proposals as respects life 
insurance companies is of the greatest 
importance to everyone present and has 
been a long drawn-out and complicated 
problem. The unemployment compensa- 
tion tax situation as a result of a recent 
court holding will be explored. This 
strange turn of events has been startling 
to all who have perused the Court’s 
decision. 

“With the exception of your director, 


surance (in 
from many 


we have had 100% turnover in head- 
quarters personnel. The young ladies 
were married and moved to distant 
towns. The staff assistant decided that 


his future would be more profitable in 
the investment brokerage business. In 
spite of this fact and the intensity of 
problems otherwise faced this year, I can 
assure you that you have a stronger 
team representing you in your head- 
quarters office than has been available 
during the past five years. I hope 
that you will make it a point to meet 
them personally. They represent you. 
They want to know and serve you 
better!” 


James R. Dorsett Dead 


James R. Dorsett, 42, assistant actuary 
of Jefferson. Standard Life, died last 
week in a Greensboro, N. C. hospital. 
He suffered a_ cerebral hemorrhage 
while at his office in the late afternoon 
on the day of his death. 

A native of Pittsboro, N. C., Mr. Dor- 
sett became associated with the Jefferson 
Standard in 1931 following graduation 
from Wake Forest College. Surviving 
are his wife, the former Martha Burn- 
side, two sons and two daughters. 
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BARTON 


HERBERT M. 


Home Life of New York has appointed 
Herbert M. CLU, formerly man- 
ager of the Minneapolis 
at Denver and Charles 


Sarton, 
agency to be 
manager C. Rey- 
one of the leading producers in 
has been named 


nolds, 
the Minneapolis agency, 
manager there. 

Mr. Barton began his Home Life ca- 
reer in Chicago as a field underwriter, 
having first become acquainted with the 
company as a Planned Estates client. 
He made an outstanding record during 
his first year with Home Life and be- 


C. REYNOLDS 


CHARLES 


came assistant manager of the agency in 
1946. Three years later he was ap- 
pointed manager in Minneapolis. 

Mr. Reynolds has represented Home 
Life in Minneapolis since 1943 and has 
ranked consistently among the com- 
pany’s leading producers of new _ busi- 
ness. He is widely known within the 
company, having addressed two recent 
meetings of Home Life’s Qualified Field 
Underwriters. Mr. Reynolds is active in 
life underwriter groups and has appeared 
frequently as a featured speaker in the 
Minneapolis area. 





W. G. Mahaffey, Pittsburgh, 


With Continental Assurance 

William G. Mahaffey, CLU, for 19 
years an outstanding personal producer 
and organizer with Prudential, 
has joined Continental Assurance as 
manager, Pittsburgh branch office. 

His entire life insurance career has 
been spent in the Pittsburgh area where, 
in 1932, he started as a territorial agent. 
In 1942, he built a $600,000 unit, followed 
by a promotion to an assistant manager- 
ship in 1945. His group consistently pro- 
duced in excess of $2,500,000 annually. 
and surplus 


agency 


Development of brokerage 
business will occupy his principal atten- 
tion in his position. While his 
major activity has always been concerned 
with life insurance, he has qualified as 
a fire and casualty agent, ability which 
well in his work with 
general insurance agents and brokers. 


new 


will serve him 


active in life underwriter 


Mahaffey 
rector and chairman of the 
ter’s publicity committee. He has also 
served as chairman of the educational 
and publicity committees of the Pitts- 
burgh Life Underwriters Association 
and as president and program chairman 
of the Supervisors Club. He is also 
prominent in church, lodge and civic af- 
fairs. 


Always 
circles, Mr. present di- 


CLU chap- 


is at 


Travelers Names Four 

Appointment of four field supervisors, 
life, accident and Group lines of the 
Travelers has been announced. Malcolm 
R. Schuler has been named to the 
Forty-second Street, New York office; 
Randolph M. Roberts at Dallas; William 
W. Devine, Jr., at New Orleans and 
Duncan M. Stewart at Vancouver, B. C. 

Henry Howard, II, assistant manager, 
life accident and Group lines at Los 
Angeles and Charles A. Donze, Jr., field 
supervisor at Newark, have been granted 
military leaves of absence. 


Mutual Life May Leaders 


The Spokane agency of Mutual Life 
of New York led all of the company’s 
agencies throughout the country in 
volume of insurance’ sold during May, 
it was announced by Stanton G. Hale, 
vice president and manager of agencies. 
The agency, managed by Lyle H. Fun- 
nell, CLU, also ranked second in number 
of policies sold during the month. 

_The agency, managed by George A. 
Knutsen, CLU, held first place in policies 
sold and was third in volume. 

Gordon W. Hays’ San _ Francisco 
agency was second in volume, and Grand 
Rapids managed by Charles E. Brown, 
was third in policies. 
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SEEKS AGENCY IN ARIZONA 


Because of my wife's illness | must 
move from New York to the milder 
climate of Phoenix or Tucson, Ariz., or 
to California. | am interested in rep- 
resenting a life insurance company in 
either location. 


My record as a successful producer 
in New York for 18 years, with empha- 
sis on estate planning and business life 
insurance, should be of real interest to 
some progressive company. 


| am presently employed as broker- 
age supervisor in a New York agency 
which will furnish references. Address 
Box 2025, The Eastern Underwriter, 41 
Maiden Lane, New York 38, N. Y. 
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Lincoln National Life 
Plans Three-Day Meeting 


As the first of the Lincoln National 
Life’s two sales congresses gets under 
way next week at Bretton Woods, N. H., 
President A. J. McAndless announces 
a 16% increase in the number of Con- 
vention Club qualifiers for the past year 
over the year before. The Bretton 
Woods meeting will be a three-day af- 
fair, beginning June 21, and ending June 
23. More than 200 top-ranking sales rep- 
resentatives and company officials will 
attend. 

The program will include sales clinics 
and the recognition of the company’s 
production leaders during the past year. 

During the three-day meeting, talks 
will be given by: W. O. Menge, first vice 
president; Cecil F. Cross, vice — 
and director of agencies; H. J. Shaffer, 
second vice president and manager of 
agencies; Henry F. Rood, second vice 
president and actuary, Ordinary depart- 


ment; A. Watson, Group sales 
manager; Dr. Louis A. Warren, di- 
rector of the Lincoln National Life 


Foundation; Frank J. Mellinger and 
James W. Rand, Lincoln National Life 
representatives in South Bend, Indiana, 
and Washington, D. C., respectively; 
Sadler Hayes, Penn Mutual representa- 
tive in New York City; and Lewis W. S. 
Chapman, director of company relations 
of Life Insurance Agency Management 
Association, Hartford. 

Mr. Cross, Mr. Shaffer, and W. T. 
Plogsterth, director of field service, will 
preside at the business sessions. 


OLDEST LIFE PRESIDENT DEAD 

Gay Green, 80, president and co-found- 
er of Imperial Life Insurance Co. of 
Asheville, N. C., died at his home on 
June 8. 

Mr. Green had been president of the 
company continuously since its organiza- 
tion in 1905, and up to the time of his 
death had probably held the title of life 
insurance president for the longest 
period of time. He held Imperial Life 
Industrial policy No. 5, issued in 1905. 
In addition to his life insurance interests 
Mr. Green was the largest property own- 
er in Asheville and Buncombe County, 
his holdings consisting of hotels, office 
buildings, department store buildings, to- 
bacco warehouses, homes and farms. 
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POSTAL LIFE write Qe the policies 
you want, and write serving your clients 
—as agents, brokers, or surplus writers. 






For particulars see any Postal Life General 
Agent or write 


Roy A. Foan, 
Vice President and Director of Agencies 
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COMPARE! 


Do you know that 
MUTUAL TRUST LIFE’S 
PREFERRED RISK ORDINARY POLICY 


at Age 35 over a period of 20 years 
has an average yearly net cost per 
$1,000 of only $1.19? 


PETER B. FLEMING AGENCY 
Mutual Trust Life Ins. Co. 


175 Main St. 30 Church St. 
White Plains, N. Y. New York 7, N. Y. 
WhHite Plains 8-5175 WoOrth 2-4596 
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Aetna Life Plans Three 
Conferences This Month 


Leading representatives of the Aetna 
Life through the United States and 
Canada will meet this month at a series 
of three regional conferences for the 
1951 Corps of Regionnaires. 

The western regional meeting, the first 
of the four-day conference, will open 
June 17 at the Santa Barbara Biltmore 
at Santa Barbara, Calif., it was an- 
nounced by Robert B. Coolidge, Aetna 
Life vice president. Two conferences for 
Regionnaires in the eastern and central 
sections of the country will be held at 
the Lake da Sagamore at Bolton 
Landing, N. June 24 through 27 and 
June 28 mince July 1 

_ the Corps of Regionnaires, comprised 

f Aetna Life representatives who made 
porn ons records during the preceding 
years, is assembled annually by the com- 
pany to hear reports on new develop- 
ments in the life insurance field. 

Morgan B. Brainard, Aetna Life presi- 
dent; Commissioner W. Ellery Allyn of 
the Connecticut Insurance Department; 
and Alfred J. Bohlinger, Superintendent 
of Insurance in New York, will be 
among the speakers at the Lake George 
Sagamore meetings. John R. Maloney, 
California Insurance Commissioner, and 
Charles A. Spoerl, financial secretary, 
and assistant treasurer of Aetna Life,* 
wil speak at the Santa Barbara con- 
ference. 

Addresses by Mr. Coolidge and three 
other home office officials, 12 Aetna Life 
salesmen, and three of the company’s 
Group department managers will com- 
plete the speaking program at the three 
conferences. 

In addition to the Regionnaires, the 
mectings will be attended by all Aetna 
Life general agents and by delegates 
from the company’s home office. 

The regular business sessions will 
be supplemented with a_ program of 
recreational activities, including a golf 
tournament, dances, banquets, excursions 
and special trips. 
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LIFE AGENCY CASHIER AVAILABLE 
(Male) 


Due to reorganization and revamping of premium collection system in 






























; present situation, experienced cashier is looking for broader opportunity. 
4 Write in confidence to: Box 2026, The Eastern Underwriter, 41 Maiden 
Wade O. Martin, Jr., Louisiana Com- the honorary degree of Doctor of Laws Lane, New York 38. 
\ missioner, elected vice ‘president “of Na- at the commencement exercises of 
tional Association of Insurance Commis- Columbia University in New York City. ‘ ‘ 
sioners at Swampscott annual meeting Berkshire General Agent Henry ©. Harwell, 36, Dies 
last hipgse 2g samuel ee? super- Lucas F. Ziluca has been appointed Henry O. Harwell, 36, one of the 
; visory official. His title is Secretary i eneral agent for Berkshire Life’s new leading producers of the Los Angeles 
i of State and Insurance Commissioner. In latter part of June Julian Dz. s oi rig | Cc f itl . agency of Mutual Benefit Life, died in 
E Born in St. Martinsville, La., his educa- Anthony, president of Columbian Na- ial Saoenearet cumey be aaa Good Samaritan Hospital, Los Angeles 
i tional Life, will start on a two months  fices "at 175 Main Street, White Plains, June 4 of a brain tumor. He entered 
pi drive to the West Coast which has long N. Y. Mr. Ziluca entered the life insur- jj, insurance after graduating from 
been planned. In the car will be six ance field in 1945 as an agent for one UCEA “in  Julyi<190 with - Marrell 
members of the family: Julian and company and three years later was ap- iratides general agents er yee ey sabia 
stag Eleanor Anthony and their four children. pointed assistant general agent for an- eee eRe aan a Reda eakhs ies the 
In all they expect to drive 8,000 miles. other company. Navy during World War a aoe: 
Before their return the Anthonys expect , d : 
ae : member of Kappa Sigma and University 
y Visit about half the states in the Club of Los Angeles.’ He is survived 
nion. 
: ° ° by his wife, son’ and daughter, his 
3 i Currie Not a Candidate mother and two brothers. 
Y i M : Charles J. Currie, NALU trustee, and a en ee 
i Mrs. J. B. Deacon, the former Beatrice manager for the Mutual Life of New DONOVAN NAMED IN TEXAS 
i Jones, who was president of Life Un- York in Atlanta, has announced that, on R. Donovan has been elected vice 
i derw raters Association of New York, is the advice of his physicians, he has re- preside in charge of claims and un- 
| on 3 Vier ‘to Europe with her husband. luctantly withdrawn his name as a candi- derwriting for United American Insur- 
E The Deacons live in Buckhill Falls, Pa. date for the office of secretary of the ance Co., of Dallas, Tex., and was also 
& P National Association of Life Underwrit- elected to the board of directors, C. L. 
§ Uncle Francis. ers. Dunlap, president announces. 
¥: : : 
vy 
ith 
‘tna 
_ WADE O. MARTIN, JR. Bro ad Inst irance Covera e 
the g 
tion was at Southwestern Louisiana In- 
irst stitute from which he got a B.A. degree 
pen in 1932 and Louisiana State University 
lore where he got an LL.B. in 1935. He be- 
an- & longs to American Bar Association, oe M H 
tna § Louisiana State Bar and East Baton Nonparticipating Insurance Mortgage Redemption 
for j Rouge Parish Bar associations. He en- 
tral - tered public life as an assistant attorney 
Eat general. In 1944 he first became Insur- ar . S 4 
lton ance Commissioner. Commissioner Mar- Participating Insurance Sub standard Service 
and tin is one of the prominent men of 
} Louisiana whose name is mentioned as 
ised ‘ a good man for Governor. Juvenile Insurance Wide Age Range 
lade ! 
ling Lewis W. Douglas, former Ambassa- 
om- dor to the Court of St. Jamres who re- 
lop- cently returned to Mutual Life of New 





Special Low Cost Plans Salary Savings Systems 


York as chairman of the board, received 


Flexible Family Income Plans Supplemental Term Riders 
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Retirement Plans A full line of Group Coverage 





LNL Is Geared To Help Its Field Men 


The 
LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 
Fort Wayne |, Indiana 





Maria Martel 


DOUGLAS 





LEWIS W. 


two awards last week. On June 5 Baron 
Robert Silvercruys, Belgian Ambassador 
to the United States, presented Mr. 
Douglas with the Grand Cross of the 
Order of the Crown of Belgium for his 
“services to peace and to Western 
Europe’s rehabilitation and- preparations 
to defend freedom.” 

On June 7 Mr. Douglas was awarded 
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CHANGE IN NATION’S ECONOMY 

Will there be another economic revo- 
lution of major consequence? 

Some interesting views on this subject 
were presented before the recent meet- 
ing of the Life Insurance Association of 
America by A. A. Berle, Jr., of the 
Columbia University Law School and 
formerly prominent in Washington Gov- 
ernment circles. He was basing his 
talk on the great growth and influence 
of the life insurance companies and their 
impact on the U. S. Treasury. Since 
1933 the monetary and credit policy of 
the United States was held by the politi- 
cal government at Washington and ad- 
ministered by the U. S. Treasury in 
loose but substantial cooperation with 
the Federal Reserve Board. That situa- 
tion changed this year when, in an ef- 
fort to curb inflationary tendencies, an 
issue was joined as to the management 
of the monetary and credit policy of the 
United States. Life insurance companies, 
banks and other lending institutions be- 
gan to act in cooperation with the Gov- 
ernment in order to limit voluntary 
credit. For practical purposes, from 
March, 1951, a new focal point of deter- 
mining American economic policy had 
been established. Economic initiative 
came to rest in a concentrated group ca- 
pable of determining policy. Outstand- 
ing in the group are life insurance com- 
From time to time in American 
economic power over 


panies. 
economic history, 
its credit and monetary system has been 
lodged, held and exercised in an inde- 
fineable group of non-statist interests. 

Mr. Berle sketched the world economic 
major changes from the feudal system’s 
overthrow, the growth of private capital- 
ism, the viewpoints of John Stuart Mills 
and aftermaths of Karl Marx dogma. 
Now he sees the evolution of capitalism 
into an institution perhaps more nearly 
paralleled by the great ecclesiastical 
foundations existing prior to the Renais- 
sance than by any other observable his- 
torical analogue. 

Mr. Berle feels that at some point the 
life insurance industry will have its 
impact on the political state, but says it 
is impossible to foresee either the time 
or the precise issues. “Clearly the recipi- 
ents of power in this new concentrate 
have a great deal to think about,” he 
believes. Life companies have substan- 
tial power over the lives and destinies of 


150,000,000 people. They hold this power 
under a set of motivations new to mod- 
ern history. They are not speculators 
seeking money, nor agitators seeking 
prestige, nor politicians seeking reelec- 
tion. They are in the truest sense of 
the word private civil servants who have 
assumed without political mandate gov- 
ernment functions. His plea is that these 
functions be studied so that prudence 
and foresight, rather than blind chance, 
shall guide events. 


Henry W. Nichols, vice president and 
general counsel of the National Surety 
Corp., was featured speaker at the ban- 
quet ‘of the 47th annual convention of 
the Mississippi Bar Association, at the 
Buena Vista Hotel, Biloxi, Miss., recent- 
ly. The title of his address was, “De- 
fault By Inertia.” 

jock te 


David W. Tibbott, director of adver- 
tising of New England Mutual Life, 
was elected a director of the Advertis- 
ing Club of Boston for a two-year term. 


* * * 


A. W. Kohlstaedt, engineer for the 
Hartford Accident & Indemnity Co., 
has been recalled to duty with the 
United States Army. Mr. Kohlstaedt 
is a second lieutenant in the Field Ar- 
tillery. He has been working out of the 
Hartford's Indianapolis branch office. 

ae 


Ned Rickett, Penn Mutual Life pro- 
ducer associated with the Ray Patterson 
Agency, Indianapolis, has been named 
the No. 1 citizen of Crawfordsville, re- 
ceiving the Good Citizenship Award, a 
medal accompanied by a_ citation. 
Presentation was made at a meeting of 
the Montgomery County Chamber of 
Commerce. At the time Mr. Rickett was 
on the way home from the Penn Mutual 
conference in Florida and in his absence 
the Award was accepted by his mother, 
Mrs. Mary Rickett. 

’ 2 * 


George H. Parker, manager of the 
Kentucky Inspection Bureau, and one 
of the founders of the International 
Association of Arson Investigators, and 
a former president of that organization, 
has recently been elected secretary. 

* * * 


A. B. Jackson, president of the St. 
Paul Fire & Marine, has been reelected 
vice chairman of the board of trustees 
of Macalester College, St. Paul. 

* * x 

Wm. Eugene Hays, a general agent in 
Boston of the New England Mutual 
Life, will be chairman of the Financial 
Division of Boston’s Red Feather Cam- 
paign. 





L. to R.: Harold E. Stassen, Mrs. Albert M. Creighton, Mrs. Paul F. Clark, Mr. 
Creighton, Mr. Clark. 


The above picture was taken at the Swampscott home of Albert M. Creighton 
prior to those in the picture going to the banquet at annual meeting of National 


Association of Insurance Commissioners 
where principal speaker was Harold E. Stassen. 


Swampscott, Mass., 


held last week at New Ocean House, 
Mr. Stassen, 


former Governor of Minnesota and now president of University of Pennsylvania, 


is a trustee of Penn Mutual Life. 


Mr. Creighton, who recently retired as chairman 


of the Federal Reserve Bank in Boston, is a trustee of John Hancock. In the pic- 
ture are also Paul F. Clark, president of John Hancock, Mrs. Clark and Mrs. 


Creighton. 





Mr. and Mrs. Jack Manning will leave 
on June 22 for a three-week vacation to 
Wilmington Island, Ga., where they will 
visit friends and relatives. Mr. Manning 
is executive manager of the Life Un- 
derwriters Association of the City of 
New York. 

oe 

Westray Boyce, daughter of Mrs. Wil- 
liam Leslie, whose husband is general 
manager of the National Bureau of 
Casualty Underwriters, is on a trip to 
Europe. She has just finished a visit 
in England and is now in Paris. 





JOHN W. HANES 


John W. Hanes, president, Ecusta 
Paper Corporation and a former Under- 
secretary of the Treasury, has been 
elected a trustee of Mutual Life. Mr. 
Hanes resigned as Undersecretary of the 
Treasury in January, 1940. He was ap- 
pointed to the post in November, 1938, 
after serving earlier as Assistant Secre- 
tary of the Treasury. Prior to that he 
had been a member of the Securities and 


Exchange Commission. He is vice presi- 
dent and a director of Olin Industries, 
Inc., parent concern of Ecusta Paper; 
also is a director and chairman of ex- 
ecutive and finance committee, United 
States Lines Co.; a director of Johns- 
Manville Corporation and Bankers Trust 
Co. of New York, and chairman of the 
Tax Foundation. Born in Winston 
Salem, N. C., Mr. Hanes was graduated 
from Yale University in 1915. He first 
joined the American Tobacco Co.; then 
served in World War I as an ensign in 
the United States Navy. Following war 
service, he joined C. D. Barney & Co, 
predecessor firm to Smith, Barney & 
Co., and later became senior partner of 
the firm. * -*e * 


Roy A. MacDonald, assistant director, 
group and underwriting, Health & Acci- 
dent Underwriters Conference, was re- 
cently elected president of the Park 
Forest (Ill.) Junior Chamber of Com- 
merce for the 1951-52 year, having served 
as executive vice president last year. Mr. 
MacDonald, who has been active in 
junior chamber of commerce affairs for 
some years, was executive vice president 
of the Winnipeg, Canada _ chamber 
(which has 2,000 members) when he 
was connected there with the Great- 
West Life. It is a tribute to him that 
he has served as executive vice presi- 
dent of two large junior chambers in two 
different countries in two successive 
years. A few weeks ago Mr. MacDonald 
presented to the town of Park Forest 
on behalf of his organization an iron 
lung. His next project is to develop a 
hobby center. 

* * 

J. Henry Duffy, who has been active 
in insurance for many years, retired 
recently from his duties as vice presi- 
dent of the Employers’ Fire in Boston. 
He was with the Employers’ Fire since 
1927, previously having been with Un- 
derwriters’ Bureau of New England. In 
1929 he became an assistant secretary 
of the fire company and in 1936 was 
made a vice president. A resident of 
Lexington, Mass., he is a former town 
engineer. At present he is a trustee for 
a local savings bank and a member of 
the town’s board of appeals. 
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New Officers of Commissioners 

Frank Sullivan, the new president of 
the National Association of Insurance 
Commissioners, is a forceful personality, 
a tall heavy set man with the build of a 
football player, and he has had long ex- 
perience in public life. His first contact 
with insurance was a part-time life in- 
surance man when he was a school prin- 
cipal in small towns and at time he was 
made Superintendent he was general 
agent of a life insurance company. 

Wade C. Martin, Jr., elected vice pres- 
ident of the Commissioners, is Louisiana 
Commissioner. One of the most im- 
pressive speakers in the NAIC, he wins 
confidence by his common sense attitude, 
and was advanced from chairman of the 
executive committee. 

D. D. Murphy, South Carolina Com- 
missioner, chairman, executive commit- 
tee, figured in the only contest there 
was for office as Commissioner Donald 
Knowlton of New Hampshire was in the 
running. Commissioner Butler of Texas 
also was mentioned as a candidate. 

George A. Bowles, Virginia Commis- 
sioner, was reelected secretary-treas- 
urer. For years he has been head of 
the Insurance Department of his state. 
He makes an ideal secretary as his an- 
nouncements in the convention can be 
heard in the remotest corner of the hall. 

The members at large of new execu- 
tive committee are Frank Viehmann, In- 
diana; C. Lawrence Leggett, Missouri; 
and Commissioner Knowlton, New Hamp- 
shire. The zone representatives on ex- 
ecutive committee are Alfred J. Boh- 
linger, New York; Ward Cheek, North 
Carolina; L. L. Gwaltney, Jr., Alabama; 
John R. Lange, Wisconsin; Donald F. 
Dickey, Oklahoma; and John R. Ma- 
loney, ‘California. "The zone chairmen 
are W. Ellery Allyn, Connecticut; Com- 
misioner Bowles; M. O. Allen, Tennes- 
see; J. Edward Day, Illinois; Herbert 
Graves, Arkansas; William A. Sullivan, 
Washington. 

Liaison committee of zone representa- 
tives consists of Superintendent Boh- 
linger; Robert A. Crichton, West Virgin- 
ia; J. Edward Larson, Florida; Commis- 
sioner Day; Bernard R. Stone, Nebraska; 
and William A. Sullivan, Washington. 


* * * 


Commissioners’ Crowd Taxed Capac- 
ity of Swampscott Hotel 

Because of its importance to the indus- 
try the conventions of the National As- 
sociation of Insurance Commissioners is 
growing in attendance to such an extent 
that hotels are having great difficulty in 
handling them. There is not only the 
problem of room accommodations, but 
this particular convention is one which 
carries with it a demand for committee 











rooms of a size and number which ho- 
tels, except in such cities as New York 
and Chicago, do not have available, a 
situation complicated by the fact that 
as many as 200 persons want to attend 
some of these committee sessions. It is 
a convention where those attending it do 
a lot of long distance telephoning and 
telegraphing. It is one where as many 
as a dozen bellboys are wanted at cer- 
tain social periods. In brief, it is a 
nightmare to hotel managements. 

The way in which the attendance at 
Commissioners’ conventions has grown 
is quite remarkable. Those who desire 
to observe the proceedings and to meet 
the Commissioners, their deputies and 
other representatives of Departments 
now aggregate hundreds of people. They 
include presidents and others of the 
executive end of insurance companies; a 
large number of lawyers and the news- 
paper field has a pretty large delegation, 
too. If the convention keeps on growing 
in size something like Madison Square 
Garden will be needed. 

At the annual meeting of the Com- 
missioners in Swampscott, Mass., last 
week the registration was more than 
1,000. Most of the presidents of Massa- 
chusetts insurance companies put in an 
appearance at one time or. another and 
some of them were at the New Ocean 
House throughout the convention. Many 
other representatives of those companies 
were present. Their principal objective 
was to make the Commissioners feel that 
they were welcome and to perform any 
social service they could for them and 
their wives. At both dinners at the New 
Ocean House more than 900 were pres- 
ent. 

Col. Clement J. Kennedy, president of 
the New Ocean House, one of America’s 
top hotel men and one of the most 
thoughtful and able, did everything pos- 
sible to make the hotel meet all demands 
on it. Naturally, with such requirements 
for hotel attention it was not easy. Some- 
times as many as 30 or 40 of the con- 
ventioneers would be crowded around 
the desk at the same time and the tele- 
phone girls were swamped with calls, 
all of which they handled courteously. 
Dozens of insurance men were at hotels 
in Boston and some of the overflow went 
into another: hotel on the Massachusetts 
North Shore a couple of miles from New 
Ocean House. The industry’s commit- 
tee did fine work in seeing that every- 
body who wanted to attend the Com- 
missioners’ convention got accommoda- 
tions, even if they couldn’t get all of 
them into the new Ocean House. 

Kennedy was on the job at 7:15 
o’clock every morning and could gener- 
ally be seen in his office as late as 10.30 
o'clock at night. His first connection 
with the New Ocean House was as man- 
ger. In that capacity he built up a 
great reputation, was very successful and 
eventually was able to buy the hotel. 
On Saturday of last week after the Com- 
missioners and others who had been his 
guests departed for all parts of the 
United States and Canada I called him 
up, asking if he were a riervous wreck 
and intended to go on a vacation. 

“The answer to both questions is No,” 


he answered. “I have another big con- 
vention of the Commissioners: 


* * * 


Attendance From Departments 


The following from the Insurance De- 
partments attended the Swampscott con- 
vention of the Commissioners: 

Alabama: Leslie L. Gwaltney, Jr., 
Superintendent; W. C. Curnow, exam- 
iner; F. M. Speakman, consulting actu- 
ary. 

Arizona: Roy B. Rummage, Director 
of Insurance. 

Arkansas: J. Herbert Graves, Commis- 
sioner; Kenneth M. Harrison, executive 
assistant Commissioner; L. R. Mangold, 
senior examiner. 

‘California: John R. Maloney, Commis- 
sioner; William Bruce, chief examiner; 
F. Montesani, chief bureau rate regis- 
trar; Harold W. Braly, principal exam- 
iner. 

Colorado: Luke J. Kavanaugh, Com- 
missioner; Melvin C. Snyder, attorney. 

Connecticut: W. Ellery Allyn, Com- 
missioner; Edward T. Garvin, Deputy 
Commissioner ; R. O. Hooker, actuary; 
Frank F. Wagner, director of licenses 
and claims. 

Delaware: William R. Murphy, 
missioner. 

Florida: J. Edwin Larson, Commis- 
sioner; Frank Alexander, E. A. Fair- 
cloth, John F. Ferlita, Deputy Commis- 
sioners; Hugh T. Christie, casualty rat- 
ing department; Cae%. McCann, actuary 
and_ chief examiner ; Frank DeVeer, 
chief auditor; James M. McCormack, 
examiner. 

Georgia: Zach D. Cravey, Comptroller 
General and Insurance Commissioner : 
Hubert McDonald, Deputy Commission- 

r; Frances Jordon, executive secretary; 
John L. Taylor, auditor. 


Com- 


Idaho: Leo O’Connell, Commissioner. 
Illinois: J. Edward Day, Director of 
Insurance; F. J. Bartsch, chief deputy; 


S. Tyler ‘Nelson, deputy in charge of 
rating division; John H. Powell, actuary; 
John C. Kadyk, casualty company su- 
pervisor. 

Indiana: Frank J. Viehmann, Commis- 
sioner; J. Emmet McManamon, Attor- 
ney General; Clarence F. Merrell and 
James A. Watson, Deputy Attorney Gen- 
erals; George M. Rariden, senior exam- 
iner; C. A. Ruff, casualty rate super- 
visor; J. Carl Suverkrup, chief examiner. 

Iowa: Sterling Alexander, Commis- 
sioner; Samuel E. Orebaugh, Deputy 
Commissioner ; Joseph R. Glennon, chief 
examiner. 

Kansas: Francis Sullivan, Commission- 
er; John K. Corkhill, Assistant Com- 
missioner; Russell R. Brown, fire actu- 
Pin gpa) OA Ray Franks, L. H. Hawley, ex- 
aminers. 


Keftucky: Spalding Southall, Commis- 
sioner; S. H.-Goebel, John i? Mallett, 
Associate Commissioners; Charles J. 


Baugh, Assistant Commissioner ; Charles 
M. Wheeler, examiner. 

Louisiana: Wade O. Martin, Jr., Com- 
missioner; Dudley Guglielmo, Deputy 
Commissioner; William H. Kirchem, 
chairman of fire division; Ben Franklin, 
Deputy; William J. Farber, secretary 
rating commission; Adolph Menuet, at- 
torney. 

Maine: David B. Soule, Commissioner. 

Maryland: Hazleton A. Joyce, Deputy 
Commissioner; M. H. Levita, actuary; 
John H. Coppage, chief examiner; How- 
ard E. Gates, chief rating bureau. 

Massachusetts : Dennis E. Sullivan, 
Commissioner; Edward S. Cogswell, 
First Deputy Commissioner; T. 
O’Connell, Joseph S. O’Leary, Scien H. 
Humphries, John H. Louden, Deputy 
Commissioners; M. G. McDonald, actu- 
ary; Fraficis A. Donovan, Jr., life actu- 
ary; John S. Meslis, assistant actuary; 
Joseph F. Ciccio, assistant insurance 
attorney; Walter Rose, confidential sec- 
retary. 

Michigan: David A. Forbes, Commis- 
Joseph A. Navarre, who will be 


sioner; 
Commissioner after July 1, 1951; R. W. 
Atwell, Deputy Commissioner; John W. 


Wickstrom, director of accident and 
health division; W. C. Bishop, manager. 
Minnesota: A. Herbert Nelson, Com- 
missioner; Joe Haveson, Deputy Com- 
missioner; J. O. Melin, chief examiner. 
Mississippi: W. S. Smylie, Commis- 


sioner; Raymond A. Latta, actuary; W. 
D. Conn., Jr., attorney; C. M. Wilbourn, 
rating director. 

Missouri: C. Lawrence Leggett, Su- 
perintendent; Glenn D. Evans, Deputy 
Superintendent; James H. Meredith, 
counsel; John W. Link, examiner. 

Nebraska: Bernard R. Stone, Director 
of Insurance; Thomas F. Luhe, attor- 
ney. 

_Nevada: Paul A. Hammel, 
sioner, 

New Hampshire: Donald Knowlton, 
Commissioner; Simon M. Sheldon, Dep- 
uty Commissioner, 

New Jersey Bg sicher N. Gaffney, Com- 
missioner; B. B. Johnson, Deputy Com- 
missioner; We ‘Haecdd Bittel, chief ac- 
tuary. 

New York: 
perintendent; 


Commis- 


Alfred J. Bohlinger, Su- 
Raymond Harris, Deputy 
Superintendent and counsel; George H. 
Kline, Roy C. McCullough, Walter F. 
Brooks, William C. Gould, Deputy Su- 
perintendents; Charles C. Dubuar, A. L. 
Bailey, chief actuaries; Alfred C. Ben- 
nett, counsel of liquidation bureau; Jo- 
seph F. Collins, chief of rating bureau; 
Edward J. Reilly, chief of auditing bu- 
reau; James J. Higgins, chief of uniform 
accounting bureau; Maxwell Sagat, in- 
surance research analyst. 

North Carolina: Waldo C. Cheek, 
Commissioner; R. F. Adkins, casualty 
actuary; Fred D. Chambers, fire actu- 
ary; R. W. Potts, actuary. 

North Dakota: A. J. Jensen, Com- 
missioner; Sol M. Wezelman, actuary; 
Harold Hopton, chief examiner. 

Ohio: Walter A. Robinson, Superin- 
tendent; August Pryatel, Deputy Super- 
intendent; Kalph Klapp, Assistant At- 
torney General; Glenn Waugh, chief 
examiner; L. U. Jeffries, warden. 

Oklahoma: Donald F. Dickey, Commis- 
sioner; Howard Austin, assistant Insur- 
ance Commissioner; Finis F. LaFon, 
actuary; Tom G. Martin, Commissioner 
of Insurance Fund. 

Oregon: Robert B. Taylor, Commis- 
sioner; William F. Leary, Deputy Com- 
missioner. 

Pennsylvania: Artemas C. Leslie, Com- 
missioner; Ralph H. Alexander, Oscar A. 
Kottler, Luther H. Williams, Deputy 
Commissioners; John A. Skelton, gen- 
eral counsel; Charles S. Lazarus, chief 
division of companies; Thomas W. 
Campbell, examiner. 

Rhode Is land: George A. Bisson, Com- 
missioner; Thomas J. Meehan, director, 
deanna of business regulation; Rich- 
ard N. Wear, rating supervisor. 

South Carolina: D. D. Murphy, Com- 
missioner; Senator J. P. ot at- 
torney; y. R. Reinhardt, examiner; B. 


Culbertson, | Troy G. ihe 
Tennessee: M. Allen, Commission- 
er; J..S: Hale, ac a E. Mash- 


burn, chief examiner. 

Texas: George B. Butler, life insur- 
ance Commissioner; Angus McDonald, 

casualty actuary; Charles K. Leslie, Jr., 
assistant casualty actuary; Will G. Knox, 
legal examiner. 

Utah: Lewis M. Terry, Commissioner; 
Fred Huefner, examiner. 

Vermont: Albert D. Pingree, Deputy 
Commissioner. 

Virginia: George A. Bowles, Commis- 
sioner; Everette S. Francis, Deputy 
Commissioner; Judge W. Marshall King, 
chairman State Corporation Commission. 

Washington: William A. Sullivan, 
Commissioner; Lee I. Kueckelhan, Chief 
Deputy Commissioner; George H. Mc- 
Ateer, chief examiner; W. D. Yerkes, 
rate supervisor. 

West Virginia: Hugh N. Mills, Deputy 
Commissioner. 
Wisconsin: 
sioner; Jed Kennedy, 


John R. Lange, Commis- 
insurance rater. 


Wyoming: Ford S. Taft, Commis- 
sioner. 

Hawaii: William B. Brown, Commis- 
sioner. 

Philippines: Ceferino Villar, Commis- 
sioner. 


From Canada the following Insurance 
Superintendents attended the Swamp- 
scott convention: 


Manitoba: Herbert Hunter; New 
Brunswick: E. B. MacLatchy; Nova 
Scotia: Dougald Sutherland; Ontario: 


R. B. Whitehead; Saskatchewan, J. A. 
Young; Quebec: Georges LaFrance. 
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McCullough Manager 
Multiple Peril Body 


JOINS RATING ORG. IN JULY 





Present Deputy Superintendent of New 
York Department Widely Recognized 
for Legal and Rating Ability 


Roy C. McCullough, Deputy Insurance 
Superintendent of the New York De- 
1949 and widely recog- 
attorney, been 


partment since 
nized as an 
appointed manager of the newly formed 
Multiple Rating Or- 
ganization. It is that Mr. 


able has 


Peril Insurance 


understood 





ROY C. McCULLOUGH 


McCullough will sever his connection 
the New York Department at the 


end of 


with 


June and assume his new duties 
thereafter. 
York City. 

A spokesman for the 
this that Mr. 


background and 


shortly Headquarters will be 
in New 
MPIRO said 
McCullough’s legal 
broad 


week 
experience in 
insurance affairs 


regulatory will be of 


major assistance in solving numerous 


problems associated with multiple risk 
rating. 

At the time the complaint 
bureau of the New York Insurance De- 
partment is under the jurisdiction of 
Deputy Superintendent McCullougli. He 
has the De- 
partment’s regulation of insurance rates 


present 


also responsibility for the 
through supervision of its rating bureau. 
He was graduated from Syracuse Wni- 
1939 and magna cum laude 
Syracuse University College of 
Law in 1941. For a year he practiced 


with the Syracuse law firm of Bond, 
Schoeneck & King, was discharged from 
the Army in 1946 with the rank of major 
and joined the New York Department 
that year as special assistant. 


versity in 
from the § 


National Board Committees 
Appointed by Pres. Cooney 


John R. Cooney, president of the 
National Board of Fire Underwriters 
and also president of the Loyalty Group, 
has announced appointments to standing 
committees of the National Board for 


JOHNSON SOCIETY DIRECTOR 


Fills Term of Late A. J. Smith; Seven 
Directors Reelected at Anawa.. 
Meeting in New York 

H. Clay Johnson, general counsel of 
the Royal-Liverpool Group, was elected 
a member of the board of directors of 
the Insurance Society of New York at 
the annual meeting held yesterday. He 
will complete the term of the late 
Archibald J. Smith, whose recent death 
left a vacancy on the board. 

Reelected for three-year terms as di- 
rectors were the following: Francis O. 
Affeld, Jr., Affeld, Sowers & Herrick; 
Ralph H. Blanchard, professor of insur- 
ance, Columbia University; Lester D. 
Egbert, president, Brown, Crosby & 
Co.; Harold Jackson, president, Wm. H. 
McGee & Co.; Joseph J. Magrath, 
Chubb & Son; Courtlandt Otis, vice 
president, Johnson & Higgins, and 
Franklin B. Tuttle, president, Atfintic 
Companies. 

The nominating committee consisted 
of Vincent J. Cullen, president, Treaty 
Management Corp., chairman; Clarence 
Cooper, vice president, Davis, Dorland 
& Co.; Clement L. Despard, president, 
Despard & Co., Inc.; Martin W. Lewis, 
general manager, Surety Association of 
America, and Everard P. Smith, United 
States manager, Norwich Union Fire. 





1951-52. New committee chairmen in- 
clude Harry W. Miller, U. S. manager, 
Commercial Union Group, conference 
committee with other insurance com- 
panies; Daniel R. Ackerman, chairman, 
Great American, committee on finance; 
J. C. Hullett, vice president, Hartford 
Fire, committee on laws; P. J. Priore, 
U. S. manager, Sun Insurance Office, 
committee on membership, and Frank 
H. Thomas, president, Fire Association 
of Philadelphia, committee on public 
relations. 

Those reappointed as committee chair- 
men are as follows: Ivan Escott, actu- 
arial bureau; Perrin C. Cothran, adjust- 
ments; L. J. Tillman, construction of 
buildings; William B. Rearden, fire pre- 
vention and engineering standards; Les- 
ter S. Harvey, incendiarism and arson; 
H. B. Collamore, maps; George H. Dux- 
bury, statistics and origin of fires, and 
Charles W. Makin, uniform accounting. 


Premiums Reinsured Abroad, Ceded to 
U.S. Cos., Analyzed in Govt. Report 


The U. S. Department of Commerce 
Office of International Trade has just 
published an interesting pamphlet on 
United States International Reinsurance 
Transactions in 1949. This review was 
prepared by Jerome Sachs and Sara E. 
Bielouss. Mr. Sachs is director of the 
insurance staff of the office and Miss 
Bielouss is connected with the balance 
of payments division of the Office of 
Business Economics. 

This analysis shows that in 1949 net 
premiums paid by United States insur- 
ance companies on reinsurance ceded to 
insurers abroad amounted to $125,913,- 
000. Of this total $72,504,000 was for fire 
and marine insurance, $22,000,000 for cas- 
ualty risks, $29,388,00 for fire, marine 
and casualty which cannot be segrated 
and nearly $2,000,000 for life insurance. 
Net premiums received on reinsurance 
assumed from insurance companies resi- 
dent abroad totaled $14,063,000. 

United Kingdom Gets 90% 

Net premiums paid on reinsurance 
ceded abroad in 1949 show the United 
Kingdom receiving $113,000,000 of the 
total close to $126,000,000, with Switzer- 
land receiving $7,336,000. Sweden re- 
ceived $1,032,000, Portugal and France 
nearly $500,000 each, Canada $1,305,000 
and Latin America $722,000. 


Of net premiums received in the 
United States on reinsurance assumed 
from abroad $7,760,000 represents in- 


come from the United Kingdom. Over 
$700,000 came from France, $290,000 from 
Soviet Russia, $218,000 from Finland, 
$1,187,000 from Canada and _ $2,140,000 
from Latin America. Of the Latin 
American countries Mexico sent $619,000 
in premiums here, Brazil $435,000, Co- 
lombia $302,000. The Philippine Repub- 
lic sent $336,000 in reinsurance premiums 
here and $237,000 came from New 
Zealand. 

In their report the authors state: 

“The Department of Commerce under- 
took in August, 1950, for the first time, 
a survey of reinsurance transactions of 
United States insurance companies with 
insurance companies resident abroad. 
United States insurers throughout the 
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To us, “The Will to Cooperate” is no mere catch 
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It highlights the broad facilities of our agency in all 
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It guides all our dealings with brokers and companies. 
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country, cooperating in this project, 
completed and forwarded to the Depart- 
ment reports summarizing the reinsur- 
ance business they did in 1949 with in- 
surance companies resident abroad. The 
reports of the individual companies 
have been consolidated and the results 
are presented in tables. 

“The survey covering reinsurance 
transactions with insurance companies 
resident abroad is the first step in a pro- 
gram designed to cover the various 
types of international insurance opera- 
tions, with a view to measuring the ef- 
fect of the international insurance busi- 
ness done by United States insurers on 
this country’s balance of payments. 
Forms are now under preparation to 
be used by United States insurers in 
reporting: their direct writing operations 
abroad; for example, in reporting direct 
writing operations of foreign branches 
(agencies) and subsidiaries of United 
States imsurance companies in the fields 
of fire, Marine, casualty, and life. This 


program is being developed with the 
thought in mind of bringing together 
statistics ‘which, when _ consolidated, 


would be most helpful in revealing over- 
all international insurance trends, and 
of causing, in the process, as little in- 
convenience as possible to the reporting 
companies. The usefulness to the insur- 
ance industry of accurate knowledge 
about these trends is generally recog- 
nized. In the preparation and drafting 
of these forms, the Department has 
had the benefit of the advice of a num- 
ber of officials in the insurance industry. 
“The first form (BE48) issued in 
August, 1950, was called ‘Reinsurance 
Transactions in 1949 With Insurance 
Companies Resident Abroad. It was 
sent to United States insurance com- 
panies, in alk branches of  under- 
writing, which were known or believed 
to be engaged in reinsurance transac- 
tions with insurance companies resident 
abroad. Reports were received from 
527 companies. 
“The information requested in this 
form included: country of insurance 
company resident abroad; reinsurance 
premiums after commissions and cancel- 
lations ceded to or assumed from insur- 
ance company resident abroad; and re- 
insurance losses recovered from or paid 
to insurance company resident abroad. 
Respondents were instructed to include 
under ‘insurance companies resident 
abroad’ their affiliates located abroad, 
and to exclude reinsurance transactions 
with branches of alien insurance com- 
panies located in the United States. 
Such branches are considered to be 
domestic for the purposes of the bal- 
ance of international payments and were 
also requested to submit information 
on this form regarding their reinsurance 
transactions with insurers _ resident 
abroad. 


Results Set Forth 


“The tables reveal that premiums paid 
by United States insurance companies 
on reinsurance ceded to insurance com- 
panies resident abroad far exceeded pre- 
mium receipts on reinsurance assumed 
from abroad. The premiums paid by 
United States insurance companies on 
reinsurance ceded to insurance compa- 
nies resident abroad amounted to about 
$126 million. Most of these reinsur- 
ance premiums, some $114 million, went 
to the United Kingdom. Of the bal- 
ance, Switzerland received about $7 mil- 
lion. The premium income received by 
United States insurance companies on 
reinsurance assumed from abroad 
amounted to around $14 million. More 
than half of this premium income, about 
$8 million, came from the United King- 


dom. Scattered small amounts came 
from a large number of other coun- 
tries. 

“As against the premiums of $126 


million paid to insurance companies resi- 
(Continued on Page 22) 
































June 15, 1951 











Page 19 





Navarre Practiced Law for 20 Years 


On July 1 Succeeds Forbes as Head of Michigan State Insur- 
ance Department; Has Many Connections in 


Jackson, Mich. 


Joseph A. Navarre, who is a well known 
member of the Michigan bar, and long 
an important citizen of Jackson, attend- 
ed the Commissioners convention in 
Swampscott last week where he met 
all the supervisory officials of the insur- 
ance business. He will become Commis- 
sioner on July 1, succeeding David A. 
Forbes who has been Michigan Commis- 
sioner for more than eight years. Na- 





JOSEPH A. NAVARRE 


varre made a decidedly favorable im- 
pression on the Commissioners. 

The appointment has made an excel- 
lent impression in Michigan among in- 
surance men, and was especially praised 
by Waldo O. Hildebrand, secretary-man- 
ager of Michigan Association of Insur- 
ance Agents. 


Graduate of University of Michigan 
Law and Notre Dame 


Mr. Navarre has been actively prac- 
ticing law since graduating from the 
University of Michigan law school in 
1930. Previously, he had won a liberal 
arts degree at the University of Notre 
Dame and he taught English there for 
a time while taking some preliminary 
law courses. He started practice with a 
Muskegon law firm, later opening his 
own office in Monroe where his family 
were early Michigan settlers. He filled 
out a term as prosecutor there, by a 
Governor’s oppointment, and served two 
terms as circuit court commissioner. He 
also was special counsel to the city of 
Monroe and became active in many civic 
enterprises and was active in Democratic 
party affairs, serving as county chair- 
man, a position he now holds in Jackson 
county. 

Mr. Navarre also taught history at 
Monroe in the Hall of the Divine Child 
and was instrumental in establishing that 
city’s first Catholic parochial high school. 
He headed the Monroe County Histori- 
cal society and was head of the safety 
council there which was instrumental 
in establishing speed limits on the Tele- 
graph Road highway between Ohio and 
Wayne county (Detroit). He also served 
as first president of the Monroe Kiwanis 
Club. 

In 1942 Mr. Navarre joined a Jackson law 
firm, establishing his own office in that 
city in 1949. He has a number of busi- 
ness affiliations outside of his law con- 
nections, including director of the Rives 
Plating Corporation at Rives Junction, 
north of Jackson; secretary-treasurer of 
the Monroe Industrial Development Co., 
and secretary-treasurer and director of 
the Navarre Brothers Distributing Cor- 


poration of Monroe and Adrian, a 
beverage concern. He has been active in 
Boy Scout work, being a director of the 
Land o’Lakes Scout Council, and is a 
fourth degree Knight of Columbus. 

His wife is the former Ruth Howlett 
of Jackson and they have six children, 
five boys and a girl. He was born in 
Chicago and received much of his early 
education in Toledo, O., where his par- 
ents lived for a number of years. 

It was learned more than a fortnight 
ago that Mr. Navarre was Governor 
Williams’ choice for the Commissioner- 
ship but several complications arose to 
delay the formal appointment which will 
not be made until July. 


HARRIS JOINS ST. PAUL 





Former Minnesota Commissioner Now 
Manager of Company’s Rate Regu- 
lation and Forms Dept. 

The St. Paul Fire and Marine and 
affiliated companies announce appoint- 
ment of Armand Harris as manager of 
the rate regulation and forms depart- 
ment. Mr. Harris resigned as Insur- 
ance Commissioner of Minnesota after 
serving in that capacity since December 
1, 1947. Prior to his appointment as 
Commissioner he organized and headed 
the Rating Division of the Insurance De- 
partment. 

After graduating from the University 
of Denver he practiced law in Minne- 
apolis from 1921-1928, when he entered 
the insurance business as a local agent 
in St. Paul. He is past president of the 
Minnesota Association of Insurance 
Agents as well as past president of the 
St. Paul Association of Insurance 
Agents. He served as legislative chair- 
man of the Minnesota Association for 
23 years. 


Glens Falls Promotes 


Whitten and Holmes 


The Glens Falls Group has appointed, 
effective June 1, Robert A. Whitten 
as manager of its home office agency 
department and C. John Holmes as spe- 
cial agent of its central home office 
territory succeeding Mr. Whitten. 

A native New Yorker, Mr. Whitten 
started his insurance career in 1930 and 
served as both company underwriter and 
field man before he joined the Glens 
Falls in 1943. In his new post he will 
handle the development of multiple line 
underwriting, the reorganization and 
expansion of the agency department. 

Mr. Holmes, native of Vermont, is a 
graduate of Middlebury College. He 
entered the insurance business in 1936 
and served as a casualty claims adjuster 


Hebert Congratulates Graduates of 
Springfield Fire & Marine School 





Fourteen young men were graduated June 1 from the Springfield Fire and 


Marine Insurance Company’s Training School. 


President William A. Hebert de- 


livered a brief inspirational message and extended personal congratulations to the 


graduates. 


Having completed a year’s intensive study of insurance fundamentals 


under the supervision of Arthur H. Clarke, director of education, these young men 
have been assigned to various positions in the Springfield’s country-wide organization. 


eading from left to right, front row.: 
President Hebert, Robert Williams and Norman Young. Second row: 


Robert B. Clune, Wilfred R. Breck, 
Eugene Bug- 


bee, Mark M. Keating, Theodore K. Rosengren, and James A. Kickler. Third row: 


Thomas P. Fristik, Jr., 
Back row: 


Richard H. Johnson, Mr. Clarke and James P. 
Hewat Davis, Wyman Harrington and William H. Houghton. 


Cormack. 





New Officers Elected by 


Buffalo Insurance Women 

At the annual June meeting the 
Insurance Women of Buffalo, N. Y., 
elected the following officers to serve 
during the coming year: 

President, Lorraine H. Bristow, Cen- 
tury Indemnity; first vice president, 
Harriett Wendelgas, Home Indemnity; 
second vice president, Myrtle G. Green, 
Fidelity & Deposit; recording secretary, 
Sophia C. Putas, Travelers; correspond- 
ing secretary, Mary D. O’Connell, Mer- 
chants Mutual, and treasurer, Norma I. 
Rogers, Norman I. Balber Agency. 





until he joined the F.B.1. at the start of 
World War He joined the Glens 
Falls in 1946 as an adjuster and_ since 
then has served as an examiner in the 
home office bond claims division and as 
a DBL underwriter. He is a graduate 
of the home office advanced training 
course. 
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Wiseman Seeks Post in 
Blue Goose Grand Nest 


The National Capital Pond of Blue 
Goose International announces that the 
campaign of Robert L. Wiseman, inde- 
pendent adjuster of Washington, De. 
has started with the objective of securing 
his election as grand keeper at the Phil- 
adelphia grand nest convention of Blue 
Goose in August. 

Mr. Wiseman has been a member of 
Blue Goose for about 10 years and while 
Washington was part of the Chesapeake 
Pond he served as wielder and was also 
first most loyal gander of the National 
Capital Pond. He has served as deputy 
most loyal grand gander at large for the 
eastern states, having attended the two 
grand nest conventions at Seattle and 
French Lick. It is anticipated that a 
large delegation of ganders from the 
National Capital Pond at Washington 
will attend the convention in Philadel- 
phia on August 21 through 23. 





Glens Falls Group Moves 
To 161 William Street 


The Glens Falls Group announces that 
it has moved its New York branch 
office to the new insurance building at 
161 William Street. Producers and other 
friends of the Glens Falls Insurance 
Co., Glens Falls Indemnity and Com- 
merce Insurance Co. are cordially in- 
vited to visit the new and enlarged 
headquarters. 


Yorkshire Names Smith 
Executive Special Agent 


A. A. Smith, formerly state agent for 
the Yorkshire in the suburban territory, 
has been appointed as executive special 
agent by the Yorkshire Group to super- 
vise activity in New York, New Jersey 
and Pennsylvania. Mr. Smith has been 
with the Yorkshire for 21 years and 
was at one time manager of its fire 
loss department. 
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Minor Discusses Multiple Lines, 
Big Deductibles, Progressive Spirit 


Emphasizing developments in insur- 
ance in recent years, Claude D. Minor, 
president of the Virginia Fire & Marine, 
yesterday pointed to several subjects 
considered at the meeting of the Na- 
tional Association of Insurance Commis- 
sioners last week. Most of these topics 
would have had scant attention a few 
years ago, for they were then in the 
purely discussion stage at best. Now they 
are matter of current action. Addressing 
the Virginia Association of Insurance 
Agents Mr. Minor said: 

“Among subjects to which our atten- 
tion might be directed are: 

“(1) Proposed multiple peril insurance 
rating organization; 

“(2) Insurance written under deducti- 
bles; 

“(3) Matters pertaining to the under- 
writing of deductible coverage for fire 
and allied lines; 

“(4) Catastrophe 
coverages; 

‘(5) Adoption of national definition of 
inland marine insurance. 

Multiple Lines 

multiple line under- 
writing is here to stay. It has not 
progressed to the broad extent that 
many predicted some four or five years 
ago; hence for the present its applica- 
tion is somewhat limited. In other words, 
there has been a cautionary tendency 
toward it and doubtless this is of a 
salutary nature. Certainly it is in keeping 
with what I said about innovations being 
judiciously surveyed and made effective 
only after the improper has_ been 
eliminated. 

“Thus, it is my feeling 
multiple line underwriting can be in- 
voked in the public interest, either 
through the breadth of coverage offered 
or by economies on the part of insurers, 
without destroying the fabric of our 
great business, it is something to be ap- 
plauded. Without presuming to be a 
prophet, I predict that in the years to 
come it will be worked out on just such 
a_ basis. 

“Deductibles in reasonable amounts, 
such as we have in many areas as to 
windstorm insurance to avoid mainte- 

nance claims, are both common and 
logical. There is a big question, how- 
ever, in the minds of some of the great- 
est brains in our business today as to the 
logic of insurance written with de- 
ductibles in the amount of $5,000 up to 
possibly as high as $500,000. Because this 
question is of such a ‘debatable nature 
it would be presumptuous for me _ to 
attempt to give the answer to it. All that 
I can be bold enough to do is to pose 
the following question, which may indi- 
cate my personal thinking regarding the 
matter. This question is: Does not so- 
called insurance written on such a basis 
tend to destroy the true fabric of in- 
surance as we have learned to know it 
and confuse all fundamentals commonly 
employed in the making of rates? 

“I might say it is not infrequent that 
we hear complaints that the business is 
definitely apathetic to public demand ; 
that is, that there is a lack of progressive 
spirit on the part of those who wield 
the greatest influence in the manage- 


and excess of loss 


“Unquestionably, 


that where 


ment of the business. In some instances 
this allegation may seem to have a solid 
foundation. 


Progressive Spirit Exists 


“All and all it is not true. Prudence 
demands caution in any business. ‘Those 
who wield the greatest influence in*our 
business aré not blind to this fact. It is 
my conviction that almost without ex- 
ception these men desire to be just as 
progressive and liberal as prudence will 
allow. But they fully recognize that 
because of the regulations with which 
our business is circumscribed and be- 
cause innovations which are not proper- 
ly adjudicated frequently turn out to be 
fallacious, they cannot afford to act 
simply because there may be a motivat- 
ing urge for them to do so. They have 
to be in all conscience as sure as they 
can be. 

“On such a basis I feel that those of 
us here should not be too apprehensive 
about the prospective implications along 
the pathway of insurance. This is a 
great business. At times it may have 
made progress slowly, or seemingly so, 
but it always made progress. It is my 
belief and prediction that it will continue 
to do so. Certainly this will be the case 
if each of us keeps his shoulder to the 
wheel and does the individual job that 
he ought to do.” 


NEW ORLEANS AGENCY OPENS 

Formal opening of the new office of 
the Hartgrove Insurance Agency, Inc., 
New Orleans, La., was held April 27-28 
The agency is headed by L. B. Hart- 
grove, president. 


Motors Loses Move to 


Get Licenses in Ohio 


The Second District Court of Appeals 
in Ohio has denied the request of Motors 
Insurance Corp. of New York to stop 
Insurance Commissioner Walter A. Rob- 
inson from refusing insurance agents’ 
licenses to 1,100 representatives of the 
insurer. Most agents of Motors are con- 
nected with the business of selling auto- 
mobiles. Motors is an insurance sub- 
sidiary of General Motors, 


1,212 in New Jersey Assn. 

The New Jersey Association of In- 
surance Agents reports a total member- 
ship of 1,212 agencies in May, compared 
with 1,141 on August 31, 1950. Essex 
County leads with 192 members, Hudson 
County is second with 134, Bergen third 
with 114 and Camden County has come 
into fourth position with 107 through 
addition of 37 members. Fifth is Passaic 
County with 105 members, sixth Union 
with 98 agencies and seventh Monmouth 
with 87. 


Louis S. Palmer Dead 


Louis S. Palmer, Hartford insurance 
agent, died last week. He attended Uni- 
versity of Chicago and Hamilton College 
of Law and was an officer in the Army 
in World War II. After the war he 
became associated with investment 
houses in Chicago and New York and 
then joined F. H. McGraw & Co., where 
he handled labor relations and achieved 
national recognition in that field. In 1948 
he entered the insurance business head- 
ing his own insurance agency. He was 
a member of the Avon Country Club, 
City Club of Hartford and Engineers 
Club of New York. 


MICRO - FILMING RECORDS 

In a move designed to further protect 
the interests of their clients, Colonel 
William Schiff, president of Schiff, Ter- 
hune & Co., Inc., announces that they 
have micro-filmed their records and that 
arrangements have been made to store 
these outside of the metropolitan area 
of ‘New York. This procedure will be 
continued jn effect just so long as world 
affairs continue to warrant giving this 
added protection. 


GRIFFIN AGENCY OF BUFFALO 

A business name has been filed in the 
Erie County, N. Y., clerk’s office for the 
Griffin Insurance Agency, 1799 Seneca 
St., Buffalo, by John A. and Grace C. 
Griffin. 
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YOUR INQUIRIES SOLICITED 


New Local Board in Va. 

The Petersburg-Hopewell Association 
of Insurance Agents was organized ata 
meeting of 19 representatives of 10 in- 
surance agencies of Hopewell and 
Petersburg, Va., which was held recent- 
ly at the Hotel Petersburg. Elected of- 
ficers of the new organization are 
Dorsey W. Roper, Petersburg, president; 
H. H. Ford, Jr., Hopewell, vice presi- 
dent; William Cato, Petersburg, secre- 
tary-treasurer, and Gordon Winfield, 
Petersburg, member of the executive 
committee. 

Present at the meeting, and assisting 
in the formation of the new association 
were President H. Linwood Ford and 
Manager William N. Day, of the Vir- 
ginia Association of Insurance Agents; 
and Robert Greathead of the B. P. 
Carter Co., general agents. 


Charles Woodward Dies 


Charles Woodward, 68, prominent in- 
surance man of Niagara Falls, N. i §* 
died June 4 after a long illness in his 
home. Mr. Woodward retired as presi- 
dent of the Woodward Agency, Inc., on 
January 1. He founded the local insur- 
ance firm in 1906. 

He was member of the Niagara Falls 
Agents Club, the 42nd Separate Co. vet- 
erans, the Niagara Club, the Niagara 
Falls Country Club and Niagara River 
Lodge 78 F & AM. He took active 
part in all community fund efforts, 


BROKERS’ REVIEW CLASS 

The second of two review sessions 
given by Brooklyn College, Adult Educa- 
tion Division for students preparing for 
the New York State broker’s license ex- 
amination will be held on June 16 at 
10:00 am. The session, conducted by 
Philip Gordis, coordinator of the insur- 
ance broker’s course, will cover all 
branches of casualty insurance and in- 
surance law. The session will be held 
in Room 3129 Boylan Hall, and is open 
to all students and insurance people pre- 
paring for the New York State License 
examination. Admission is free, 


OKLAHOMA WOMEN ELECT 

Alice MacDonald was elected president 
of the Insurance Women’s Club of Okla- 
homa City succeeding Willa Polly Drake, 
with Alberta Moore and Mary Riggs first 
and second vice presidents respectively. 
Jeanne Dougherty was named corre- 
sponding secretary; Bea Plachy, record- 
ing secretary; Loraine Schwartz, treas- 
urer; Iris Prykryl, reporter; Juanita 
Black Piel, editor of Smoke Rings; 
Rachel Cheek, parliamentarian; and 
Nelle Chapman, and Irene Cox, members 
at large. 





WHITE PLAINS OFFICE MOVED 

The White Plains, N. Y., office of 
the General Adjustment Bureau has 
moved to 61 Mitchell Place. 
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Sones Poin Copper 


AMERICA’S FIRST SUCCESSFUL NOVELIST 











| Author of more than thirty novels, many travel 
se ee . e books and countless pamphlets, James Feni- 
more Cooper had no literary aspirations until 
he was thirty and wrote his first book only 
because he could never refuse a dare. When an 
inferior novel prompted him to declare that he 
could write a better one, his wife challenged 
him to try, and Cooper went to work to prove 
his point. The resulting novel, however, was 
most unfavorably received. 


If Cooper’s first book had been successful, 
probably he would never have attempted an- 
other, but characteristically he “made the stum- 
bling-block the stepping-stone.” Although he 
doubted that a story with an American setting 
would be popular, “The Spy,” his second novel, 
was acclaimed both here and abroad. 

Cooper was born in Burlington, New Jersey, 
in 1789 and the following year moved with his 
family to a settlement at Cooperstown, New 
York, which had been established by his wealthy 
and prominent father. From a boyhood spent 
in this region, still a wilderness inhabited by 
Indians, James acquired the frontier lore on 
which he based his “Leather-Stocking Tales.” 


A member of the class of 1806 at Yale, Cooper left at the end of his third 
year to ship before the mast, and that voyage was followed by several years 
as midshipman in the U. S. Navy. This experience was responsible for 
Cooper’s sea stories which, despite friends’ warning that they could not be 
made interesting, proved highly successful and started a new school of fiction. 
By an odd coincidence the house where Cooper was born adjoins the 
birthplace of another American associated with the sea. That man was 
Captain James Lawrence, the naval hero who, as commander of the Chesa- 
peake during the War of 1812, uttered the famous words, “Don’t give up 
the ship.” 
So, _ Cooper’s last years were spent for the most part at Cooperstown where he 
RAY, died in 1851. His birthplace, under the custody of the Burlington County 
Historical Society, is a lasting memorial to America’s first outstanding novelist. 
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New Vice President of 
AMA Insurance Division 





PAUL H. SCHINDLER 


Paul H. Schindler, manager, insurance 
ee. Youngstown Sheet & Tube 
Youngstown, Ohio, was elected last 
cusale as vice president of the American 
Management Association in charge of 
the Insurance Division. Russell B. Gal- 
lagher, manager, insurance department, 
Philco Corp., Philadelphia, was elected 
to the board of directors for a three- 
year term. 

Reelected as chairman of the finance 
committee and treasurer of the AMA 
is James L. Madden, second vice presi- 
dent, Metropolitan Life, and reelected as 
vice president, Office Management Divi- 
sion, is H. Conarroe, associate man- 
ager, policyholders’ service bureau, 
Metropolitan Life. 


Reinsurance 


(Continued from Page 18) 


dent abroad, losses recovered from in- 
surance companies resident abroad were 
about $72 million. Thus, the net amount 
received by insurance companies resident 
abroad on their reinsurance business 
with United States companies amounted 
to some $54 million, of which the net 
amount received by United Kingdom in- 
surers amounted to around $53 million. 
The premiums of $12 million paid by 
United States insurers to all other coun- 
tries were slightly more than losses re- 
covered, amounting to about $11 million. 
As against the $14 million premium in- 
come received on reinsurance assumed 
from abroad, United States companies 
paid out on losses about $10 million and 
therefore earned a net amount of 
million. 

“Tt should be emphasized that the data 
covered only one year’s experience. Fu- 
ture compilations may show the pattern 
of these transactions to be somewhat 
different. 

“The data obtained were broken down 
as far as possible by type of insurance 
and with the aim of indicating whether 
the United States insurance company 
was domestically owned or a branch or 
subsidiary of an alien insurance com- 
pany. The breakdown could not be com- 
plete because some reports were filed 
for groups of companies which included 


both domestically and alien owned 
United States insurance companies. Also, 
some reports contained consolidated 


figures representing the operations of 
affiliated companies in different fields of 
underwriting. It seems clear, however, 
on the basis of the breakdown, that 
fire and marine accounted for the bulk 
of the international reinsurance business 
done and that United States branches 
and subsidiaries of alien companies had 
only a moderate share in reinsurance 
transacted with insurance companies 
resident abroad.” 


Installments 


(Continued from Page 1) 


report of its technicians upon the treat- 
ment of such premiums, but deferred 
action theron until a study of the broad 
question of term discounts could be 
made. 

Further Study of Term Discounts 

“However, no conclusions have as yet 
been reached upon the propriety of term 
discounts and considerable further study 
will have to be devoted to the subject. 
Meanwhile the indications are that the 
volume of term business written on an 
installment payment basis is rapidly in- 
creasing. Therefore your subcommittee 
feels that it is its duty at this time to 
make recommendations as to the treat- 
ment of installment premiums on term 
policies so that uniformity of reporting 
on current transactions may be achieved. 

To this end your subcommittee offers 
the following recommendations and rea- 
sons therefor, as a basis for current re- 
porting of installment premiums in the 
statements of insurance companies: 

Use Only Actual Amounts Charged 

“1. The income in each year’s state- 
ment should reflect the actual amounts 
charged to and payable by the assured 


during the year on term policies writf€n” 


on an installment payment basis. 


“2. The unearned premium reserve 
carried by the reporting company 
should reflect the unearned premium 


on such charges registered and in force 
at the end of the statement year. 

“The reasoning upon which the deter- 
mination is based is: 

“(a) While technically the installment 
term policy is a contract creating rights 
and obligations for the full term of 
coverage specified thereon, the right of 
the assured and the company to termi- 
nate the policy at any time during the 
term makes it analogous to a one year 
policy on which only a single annual 
premium has been received by the com- 
pany. 

“(b) The 


financial requirements on 
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terin policies, if set up in accordance 
with the contractual terms of coverage, 
impose reserve and investment require- 
ments which limit the writing capacity 
of companies. 


No Distortion of Figures 


“(c) The confining of allowable as- 
sets to installment premiums charged, 
and the unearned premium reserve to 
the unearned portion thereof, does not 
overstate or understate assets or lia- 
bilities when installments are viewed 
as premium charges for the period to 
which they specifically apply. 

“Your subcommittee’s objective in set- 
ting forth the above procedure is to 
provide a working procedure for current 
statement reporting, to the end that in- 
surance companies may not be required 
to prepare and submit statements pre- 
pared on different bases to the various 
regulatory authorities. 

“In setting forth this basis your sub- 
committee recommends that the whole 
subject of term discounts and finance 
charges on installment premiums be re- 
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ferred to the committee on rates and 
rating organizations for determination 
as to the propriety thereof.” 


Raymond L. Ellis on Installment 
Problems 


Raymond L. Ellis, 
the Fireman’s Fund Group, told the 
members of the American Association 
of Managing General Agents at their 
25th annual convention in Colorado this 
week that one of the major upheavals in 
the insurance business is developing 
around installment payment of premiums 
and various annual renewal plans now 
being used generally and increasingly 
in most parts of the country. Difficulties, 
he said, have been magnified by failure 
of the business to deal constructively 
with the key to the problem—an out- 
moded and indefensible term rule. 

“In the main,” said Mr. Ellis, “these 
installment payment plans are actually 
the result of and exist only because we 
have not agreed on a realistic method 
of handling long term business, which 
would make installment plans less at- 
tractive. This whole subject has been 
discussed by our associations, v 


vice president of 


the Na- 
tional Association of Insurance Commis- 
sioners, by local agents’ associations and 
others but, in the meantime, the use of 
installment payment plans has spread 
to the point where I am afraid that 
nothing we can do now will eliminate 
them entirely. 

“TI still believe, however, that the 
term rule should be given a thorough 
overhauling along with intelligent and 
cooperative consideration of the possi- 
bilities of the use of a continuous pol- 
icy, or, at least, the use of renewal 
certificates on certain types of business, 
in order to reduce both company and 
producer expense, and looking to the 
ultimate adjustment of the rate level 
on this business, so that the purchasers 
of insurance will not be overcharged by 
the inclusion in their premium of un- 
necessary expense. 


Multiple Location Business 


“We have other difficulties. I refer 
to the manner in which we handled, or 
should I say failed to handle, multiple 
location reporting form business. Here 
we had the spectacle of one group of 
companies—a majority, in fact—desiring 
to write this business on what appeared 
to them as being an equitable basis, 
and a strong minority group blocking 
them, but which, until recently, offered 
no program of their own or which the 
majority felt would adequately handle 
business of this character. 

“This argument within the family 
went on for a couple of years and is 
only now being resolved by what I be- 
lieve to be a poor compromise. In the 
meantime, a large volume of desirable 
business has been exported to foreign 
markets or written in  non- -admitted 
companies and often reinsured in ad- 
mitted companies, or otherwise handled 
‘under the counter.’ Other accounts went 
on a self-insurance program. I might 
add that very little, if any, of this busi- 
ness will ever come back to what I like 
to term the standard market.” 
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FINANCIAL STATEMENTS DECEMBER 31, 1950 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 
Organized 1855 


The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 
Organized 1853 

National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. 6,388,425. 3,407,305. 
Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 


Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 
Organized 1909 

Royal General Insurance Company of Canada 100,000. 425,988. 24,127. 401,861. 
Organized 1906 
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Fire Prevention Week 
Poster for 1951 Available 


A new Fire Prevention Week poster 
for 1951 which stresses fire safety for 
the home and family has been chosen 
by the National Board of Fire Under- 
writers. 

The poster is available to local groups 
throughout the country for public dis- 
play during Fire Prevention Week Oc- 


[PROTECT YOUR HOME AND FAMILY 


PREVENT FIRES! 


FERE PREVENTION WEEK 
OCTOBER Tt0ott 





tober 7 to 13. It shows a small boy hold- 
ing a toy fire engine in his arms and is 
captioned “Protect your home and fam- 
ily. . . . Prevent Fires!” Fire records 
show that of more than 10,000 deaths 
from fire every year, at least three- 
fourths are in the home. Fire continues 
to lead the causes of accidental deaths 
of youngsters killed in the home. 

The 17 by 22 inch poster will be dis- 
tributed free of charge to fire depart- 
ments, local fire safety committees, in- 
surance boards, chamber of commerce 
associations, schools, churches, safety 
councils and other groups which can 
effectively use it. The National Board 
suggests that those organizations wish- 
ing copies contact their local fire safety 
committees or local associations of in- 
surance agents in order to avoid duplica- 
tion of requests. 


AMERICAN GROUP CHANGES 





Special Agent Shepherd Transferred 
to Bergen County; Meilner to Tren- 
ton; Minotty Joins Group 
The American Insurance Group has 
announced several changes in field as- 
signments for New Jersey. Special 
Agent Clinton D. Shepherd has been 
transferred from Trenton to Bergen 
County, and Special Agent Joseph Meil- 
ner has been transferred from Asbury 
Park to Trenton. In Camden Joseph 
Minotty has joined the group as special 

agent. 

Mr. Shepherd has recently been in 
charge of the Trenton office, and will 
now assume supervision of Bergen 
County, being situated in the group’s 
Hackensack office. 

Mr. Meilner has had 16 years’ insur- 
ance experience and he has recently 
been employed as a special agent in the 
Asbury Park office. He will now assume 
supervision of the Trenton office terri- 
tory. 

Mr. Minotty joins the American with 
a background of 17 years’ experience in 
the casualty business, including field ex- 


perience. He will be associated with 
Special Agent John S. Latimer in 
Camden. 


BOARD COMMITTEE ELECTS 

H. J. Kiefer, secretary of the Aetna 
Insurance Co., has been reelected chair- 
man of the committee on finance of the 
New York Board of Fire Underwriters 
and also a member of the board of 
directors. O. C. Gleiser, deputy U. S. 
manager of the Commercial Union, has 


been elected vice chairman of the com- 
mittee. 


Expense Allocation 
Problems Considered 


HIGGINS, N. Y. DEPT., SPEAKS 





Accounting Chief Cites Five Proposi- 
tions Causing Differences of Views 
in Accounting Circles 





Speaking before the annual confer- 
ence of the Insurance Accounting and 
Statistical Association in Chicago, James 
J. Higgins, Chief of the Uniform Ac- 
counting Bureau of the New York State 
Insurance Department, discussed prob- 
lems involved in expense allocation un- 
der insurance uniform accounting in- 
structions. 

Organized around five 
which have created differences of opin- 
ion in professional accounting circles, 
Mr. Higgins analyzed the arguments for 
each. These propositions 


propositions 


and against 
are: 
Five Propositions 

1. The cost of a class or type of busi- 
ness influenced by time, skill, elaborate- 
ness and value. In apportioning certain 
expenses not susceptible of direct allo- 
cation, reasonable recognition can be 
given to these factors through the use 
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of the allocation basis, dollar volume of 
premiums (or losses). 

2. The buying public and the compa- 
nies are best served when rates are set 
at levels calculated to result in the 
largest possible market and a fair con- 
tribution to over-all profit. Rates should 
not necessarily be based on company 
cost allocations. 

3. Price levels which result in the 
largest possible market and a fair con- 
tribution to over-all profit, even though 
not based on company allocated costs, 
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are not unfairly discriminatory. 

4. Differential cost compilations can 
be used by rating organizations to sup- 
port rate filings and by companies to 
support many price and other manage- 
ment decisions. 

5. Expense allocations made on state- 
ments filed with supervisory or rate- 
making authorities may logically differ 
from those made for certain internal 
management purposes, 

Mr. Higgins stated that a discussion 
of these points by interested individuals 
in the insurance business should lead to 
clarification “not only of the techniques 
to be employed by cost accountants op- 
erating under uniform accounting rules, 
but also of the role of uniform account- 
ing in producing data for management 
and rate makers.” 

In his remarks Mr. Higgins pointed 
out that, as experience under the uni- 
form accounting instructions matures, 
increasingly complex problems have to 
be solved by insurance company ac- 
countants and statisticians. One of the 
most important of these, he said, is the 
use in certain instances of premium vol- 
ume as a method of expense allocation. 


Excess Cover Bill on State 
Property Passed in Mich. 


Michigan legislators have ended the 
active phase of the regular session after 
enacting several measures of insurance 
interest, most of which are still subject 
to approval or veto of the governor. 
So far as known, the executive has no 
objections to any of the new legislation 
affecting the industry. 

Of major interest to fire insurers was 
the passage of Senate 306, an act which 
will permit the writing of excess cover- 
age on nearly all state property, esti- 
mated to be valued at in excess of $30,- 
000,000. The new measure, modifying an 
earlier act which had permitted some in- 
suring with private facilities in cases 
where it was found that excessive hazard 
or concentrated values existed, now al- 
lows the writing of $100,000 deductible 
coverage on any of the larger state- 
owned risks, rather than to rely wholly 
on the state fire fund. 

The fire fund was proved to be inade- 
quate when a blaze in April caused in 
excess of $4,000,000 damage to the main 
state office building in Lansing at a time 
when ee fund contained a balance of only 
$1,500,000. Under provisions of an 
amendment attached in the house, pre- 
miums for any of the new policies writ- 
ten under the 1951 act, are to be paid 
from the fire fund. 


Electric Wiring and 
Apparatus Standard Issued 


The National Board of Fire Under- 
writers has published from the 1951 
National Electrical Code a standard for 
eelctric wiring and apparatus as recom- 
mended by the National Fire Protection 
Association. This standard was approved 
recently by the American Standards As- 
sociation. The National Board book con- 
tains 400 pages. 
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Uniform Deposit Law Is 
Recommended by NAIC 


COMMITTEE MAKES PROPOSALS 





Present Lack of Reasonable Uniformity 
And Other Features Now Defeat 
Fundamental Purposes 





The report of the National Association 
of Insurance Commissioners’ laws and 
legislation subcommittee on a uniform 
deposit statute, presented at the annual 
meeting of the NAIC at Swampscott, 
Mass., last week, was that special de- 
posits and the lack of reasonable uni- 
formity in state insurance laws relating 
to deposits generally create an unhealthy 
situation for supervisory officials, the in- 
surance industry and the public for the 
following reasons: 

One, for carriers operating in many 
states the multitude of special purpose 
deposits or bonds in lieu thereof consti- 
tute an expensive problem both in ini- 
tial as well as maintenance costs. Be- 
cause of such added expense there is 
placed on the carrier assets an unwar- 
ranted drain. It thus defeats in part the 
only legitimate purpose of such deposit. 

Two, the time when the collective 
processes of state Insurance Depart- 
ments should work most smoothly is 
when a carrier finds itself in financial 
difficulties at a time when assets should 
be conserved to the greatest degree pos- 
sible. Operation of special purpose de- 
posits actually tend to cause a greater 
depletion of assets than normally. Addi- 
tional court costs as well as costs of 
ancillary receiverships and additional 
burden on the conservator receiver in 
task of marshalling assets causes his 
costs to rise disproportionately with sub- 
sequent loss to policyholders and 
creditors. 


Possible Discrimination 


Three, policyholders and creditors in 
special deposit states may receive an un- 
due advantage over policyholders and 
creditors generally which would lead to a 
justifiable charge of discrimination and 
improper insurance regulation. By same 
token it is possible that policyholders 
and creditors in a special deposit state 
could be denied full recovery from gen- 
eral assets by virtue of having required 
and utilized such special deposits. In any 
event there is unfair discrimination 
which is definitely not in best interests 
of policyholders or industry. 

he committee on laws and legisla- 
tion then made the following recom- 
mendations: 

That the committee on laws should 
adopt a uniform deposit law. These prin- 
ciples should be observed: One, that all 
deposits wherever held in United States 
should be held for protection of a policy- 
holder wherever located; two, that indi- 
vidual state deposit laws recognize de- 
posits in sister states when held under 
these principles, that special deposits or 
bonds in lieu of such deposits be not 
approved, that retaliatory laws should be 
eliminated, that the amount of deposit 
required be left to the individual states, 
that the kinds of securities acceptable to 
each state be left to discretion of the 
individual states. 


H. E. Newell Honored by 
American Standards Ass’n 


H. E. Newell, assistant chief engineer, 
National Board of Fire Underwriters, 
New York, has been awarded a cer- 
tificate of service by the American 
Standards Association in recognition of 
his work in the development of Ameri- 
can Standards. Mr. Newell has just re- 
tired as a member of the ASA Standards 
Council, where he represented the fire 
protection group. 

During the ceremonies at ASA head- 
quarters Vice Admiral G. F. Hussey, 
Jr., managing director of ASA, pre- 
sented certificates to members of the 
Standards Council who have served 
more than a year. Admiral Hussey em- 
phasized the changing role and increased 
importance of the council in the promul- 
gation of American Standards. 














New Cars go “Through the Mill’’ 


IN THE INTEREST OF 
GREATEST POSSIBLE 
CONSUMER SERVICE.... 


automobile manufacturers for many years have given car buyers a 
thoroughly tested product. For the same good reason, the North 
British Group for years has offered Automobile Insurance policy- 


holders this tested service: 


Since our Automobile Department operates country-wide, branch 
offices and fieldmen's headquarters, located in all principal cities in 
this country and Canada, plus our nation-wide adjustment offices, 
are available to service promptly any loss your clients may sustain, 
no matter where they may be. 


In addition, our local agents, found in practically every city and 
town in the entire forty-eight States, are always glad to be of 
assistance. 


The convenient facilities of these national “Service Stations 
will enable your policyholders to proceed in an emergency without 
unnecessary delay. These tested and proven facilities are important 


and essential, particularly during the vacation months ahead ! 





— Automobile Department — 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


Writing all Automobile Insurance classes — Fire, Theft, 
Comprehensive and Collision. Also Dealer and Fleet lines. 


Boston 
San Francisco 


New York Philadelphia 
Detroit Chicago 
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ADJUSTMENT BUREAU CHANGES 





Hatfield Manager at New Branch at 
Bridgeport; Petersen, Mgr. at Hack- 
ensack; Hopkins at Hyannis 
The General Adjustment Bureau, Inc., 
has opened branch offices in Bridgeport, 
Conn., and Hackensack, N. J. The 
Bridgeport office, headed by Wesley D. 
Hatfield, branch manager, is located at 
114 State Street. This office will serv- 
ice that part of Fairfield County, Conn., 
formerly handled from the New Haven 
office, with the exception of the city of 
Shelton, which will continue to be serv- 

iced from New Haven. 

Mr. Hatfield was transferred to the 
Bridgeport office from -the Hyannis, 
Mass., branch which he had headed as 
branch manager since 1949. Vincent 
Hopkins, who had been a senior fire ad- 
juster at the Binghamton, N. Y., office 
has been appointed branch manager at 
Hyannis to succeed Mr. Hatfield. 

The Hackensack office, which will 
service the territory comprising that part 
of Bergen County, N. J., formerly han- 
dled from the Newark office, is located 
at 389 Main Street. A. E. Petersen who 
had been branch manager of the Elmira, 
N. Y., branch office has been transferred 
to Hackensack in the same capacity. He 
has been succeeded at.Elmira by Arthur 
S. Flint, Jr., who had been manager of 
the Watertown, N. Y. branch office. 

Harrison D. Small, formerly a senior 
fire adjuster at Manchester, N. H., has 
been appointed branch manager of the 
Watertown branch office to succeed Mr. 
Flint. 


Providence Washington 
Graduates 18 Students 


A class of 18 students received certifi- 
cates upon the successful completion of 
the Providence Washington Insurance 
Group’s second multiple line insurance 
training school. The course is of nine 
months’ duration, comprising over 800 
hours of instruction and 15 field trips. 
The program is under the supervision 
of Educational Director Edward H. 
Fleer, and is conducted annually at the 
company’s home office in Providence, 


The graduating students are James 
C. Barber, Toronto, Canada; Richard 
T. Bergsund, Chicago; C. M. Byron 
Bielski, Montreal; Robert F. Bodine, 
Northfield, Minn.; Frederic C. Clarke, 
Jamestown, R. I.; James H. Cooley, 
Fullerton, Calif.; Herbert L. Cunning- 
ham, Orange, Calif.; Douglas H. Dean, 
Toronto; Paul F. Denham, Jr., Gris- 
— lowa; James C. Fortner, Tallulah, 

; W illiam C. Griswold, Atlanta; Ken- 


ort M. Ligare, River Forest, Ill. ; 
Douglas M. Lindsay, Jr., Montreal: 
Hillory V. Massey, Columbia, Mass.; 


Ralph B. Raley, Porstmouth, Va.; Jenn- 
ings B. Rudisill, Charlotte, N. C.; Rich- 
ard A. Wilson, Jr., Providence; Gerald 
S. Worrell, Lansing, Ontario. 


N. Y. Board Losses Rise 

The committee on losses and adjust- 
ment of the New York Board of Fire 
Underwriters reports 664 losses as- 
signed to it in April, with the amount 
involved $1,628,405. This compares with 
395 losses for $1,455,902 in the same 
month of 1950. With an increase of 
68% in number of losses the amount 
was increased by only 12%. 

For the first four months of 1951 
Secretary E. C. Niver reports 2,179 
losses amounting to $6,636,199 assigned 
to the committee compared with 1,844 
losses for $6,218,960 in the first four 
months last year. 





London & Lancashire, Canada 

The London & Lancashire announces 
the following Canadian appointments: 
P. L. Waylett, formerly Toronto man- 
ager, becomes chief attorney for Can- 
ada; D. D. McRae and G. F. Burne 
have been named joint Toronto man- 
agers; and A. Holmes becomes 
assistant Toronto manager. 
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NAIC Backs Multiple 
Peril Rating Body 


COMMITTEE PRESENTS REPORT 


Amendments to Standard Classifications 
Approved; Cost Studies of Multiple 
Location Risks 


The National Association of Insurance 
Commissioners last week at the annual 
meeting at Swampscott recommended 
that the newly formed Multiple Peril In- 
surance Rating Organization be licensed 
by the various states. This suggestion 
was contained in the report of the com- 
mittee on rates and rating organizations 
of which Director Bernard R. Stone of 
Nebraska is chairman. 

In asking for ay rg by the NAIC 
of this new rating body, Edward Taylor, 
counsel, Aetna Fire, said: 

“The members-ef Multiple Peril Insur- 
ance Rating Organization have limited 
the proposed operation of the organiza- 
tion in such a way that it will not con- 
flict with existing bureaus. Moreover, 
designed as it is to supply rating serv- 
ices on a nationwide basis for multiple 
peril coverages hi aving an indivisible pre- 
mium, a facility will be supplied not only 
in the aid of underwriters to reduce the 
complexity of satisfying the filing re- 
quirements of the various rating laws 
but also to Commissioners in supplying 
an agency for the compilation of experi- 
ence in support of these new kinds of 
coverages on a broad and proper basis. 

“It is anticipated that any possible 
jurisdictional conflicts with existing or- 
ganizations can be composed by coopera- 
tion between them and the new organi- 
zation.” 

Other activities of the NAIC commit- 
tee on rates and rating organizations, 
as stated in the report to the conven- 
tion, follow: 


Separate Classification Codes 


“The committee considered the matter 
of establishing separate classification 
codes for fire and allied lines in connec- 
tion with (a) multiple location business 
written under Forms 1, 5, 4 and Class 
‘loaters, (b) insurance written under 
deductibles, and (c) catastrophe and ex- 
cess of loss coverages. 

“The committee heard Joseph H. Fin- 
negan of the National Board of Fire Un- 
derwriters in regard to these proposals. 
Mr. Finnegan stated that the National 
30ard has these proposals under consid- 
eration and that the board would be in 
a position to report to the NAIC at its 
next mid-winter meeting. 

“The chairman of the committee, ap- 
pointed a subcommittee consisting of 
New York, Illinois, and California, with 
New York as chairman, to consider this 
matter. 

Amendments to MLSO Rating “ae 

“The committee heard Mr. ) 
McCarl of the Multiple Location Shue 
Office upon proposed amendments to the 
MLSO plan for rating of multiple loca- 
tion risks. Mr. McCarl stated, among 
other things, that the proposed amend- 
ments to the MLSO plan were being 
filed in those states in which the so- 
called Independent Plan had been filed 
and approved. 

“In response to interrogation by mem- 
bers of the committee and others, Mr. 
McCarl further stated that it was his 
understanding that local rating bureaus 
would not file the proposed amendments 
in those states where the Independent 
Plan had not been filed and approved. 
This committee is unalterably opposed in 
principle to the proposal ‘of different 
MLSO rating plans in different jurisdic- 
tions on a basis of competitive expedi- 
ency. 

Minimum Premiums 


“Representatives of zone 4, at a recent 





meeting, expressed concern about the 
propriety and correctness of minimum 
premium contained in fire and _ allied 
lines, inland marine and casualty rate 
filings. At the request of zone 4, this 
matter was placed on the agenda of the 
committee. After discussion, 
man appointed the following subcommit- 
tee to study the matter: New York 
(chairman) Illinois and California. 


Cost Studies of Multiple Location Risks 


“The committee received a report sub- 
mitted to it by James J. Higgins, chair- 
man of the subcommittee on cost studies 
of multiple location risks. This report 
contains the following language 

“*This subcommittee agrees generally 
with the foregoing statement that as an 
initial step the prospect plan for the 
development of cost factors pertaining 
to multiple location fire insurance risks’ 
should be used as a test by companies 
to be selected by the industry. However, 
the subcommittee believes that a further 
meeting with the industry is desirable 
for the purpose of reaching final agree- 
ment and the details of the plan.’ 

“In view of this recommendation the 
subject will remain on the agenda of the 
technical subcommittee for further study 
and meetings with the industry. A copy 
of the subcommittee report is attached. 


Technical Studies by the Subcommittee 
on Uniform Accounting 


“Pursuant to instructions given by the 
NAIC committee on uniform accounting, 
Mr. Higgins, chairman of the technical 
subcommittee on uniform accounting, re- 
ported to this committee in regard to 
industry proposals to amend the uniform 
accounting instructions in regard to plac- 
ing other ‘acquisition costs’ under the 
classification general expenses. 

“The uniform accounting subcommittee 
was authorized to continue its studies 
and to consult with rating personnel of 
the various departments as necessary or 
appropriate. This committee understands 
that all interested segments of the in- 


the chair- - 
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dustry will be given an opportunity to 
be heard in connection with the matters 
on the subcommittee’s agenda. The spe- 
cific topics to be considered by the sub- 
committee are: 

“(1) The relationship between uniform 
accounting and rate-making. 

“(2) The desirability of coupling with 
the proposal to eliminate acquisition, 
field supervision and collection expenses 
as a separate expense group, a further 
proposal that any analysis of costs not 
required by the uniform accounting in- 
structions, called for by rating, service 
or trade organizations, be submitted to 
the Uniform Accounting Committee 
(NAIC) for consideration, and 

“(3) The advisability of re-examining 
certain rating procedures where such 
procedures cannot be supported by rea- 
sonably uniform cost allocations. 


National Board Standard Classifications 


“The committee received a communica- 
tion from L. A. Vincent of the National 
Board of Fire Underwriters, in which 
he recommended for adoption certain 
proposals, digests of which follows: 

“(1) A new major peril code 26 for the 
additional extended coverage endorse- 
ment. 

“(2) Discontinuance of the present 
classifications of extended coverage 
losses by cause. 

“(3) Discontinuance of the full break- 
down of classification of extended cover- 
age time element insurance. 

“These proposals were endorsed by 
representatives of the Mutual Insurance 
Advisory Association and the National 
Association of Independent Insurers and 
were discussed by the committee. It is 
hereby recommended that they be adopt- 
ed by the various states beginning Janu- 
ary 1, 1952.” 
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Our story began in 1842 with the chartering of the Atlantic Mutual. The 
Centennial, a wholly owned stock company, was organized 100 years later. 
Today the story of the Atlantic Companies is briefly this: 


% Two financially strong companies, operating in the fire, marine 
and casualty, fields under one management, offering producers 
the choice of participating or non-participating contracts. 

* A tradition of prompt and ungrudging claim settlements that 
goes back over a hundred years. 

* A progressive and flexible attitude toward new developments 
to provide better insurance for the public, combined with 


* The conviction that the public is best served through the com- 
petent independent agent or broker, and the practice of tell- 
ing the public about that conviction. 


We shall be glad to send you “The Atlantic Story”, an illustrated booklet 
filling in the above outline and containing a historical sketch and other use- 
ful information. Simply write or telephone any of our offices. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL 
Home Office: 49 Wall Street, New York 5 


Cincinnati + 
Newark - New Haven - Oakland « Philadelphia 
St. Louis - San Francisco + Seattle + Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 


"THE ATLANTIC STORY" : 
S 





« CENTENNIAL 


Cleveland + Dallas + Detroit 











Lilly Fire and Marine Mgr. 
Of Travelers at Newark 





GEORGE B. 


LILLY 


George B. Lilly, assitant manager, fire 
and marine lines of the Travelers at 
Newark, N. J., has been appointed man- 
ager same jines and office, succeeding 


Herbert L. Denny, who has retired. Mr. 
Lilly joined the Travelers June 1, 1931, 
as a field supervisor at New: ark and 


July 1, 1935, was named assistant man- 
ager there. 





Rollins Joins Atlantic’s 
Office at Richmond, Va. 


Herbert C. Rollins has joined the 
recently opened Richmond, Va., office 
of the Atlantic Companies. Mr. Rollins 
will serve as special agent, devoting a 
major part of his time to fire matters 
in North and South Carolina, where he 
has had 15 years’ experience as under- 
writer and producer. 


New Jersey Mariners 
Hold First Outing 


The first golf outing of the Mariners 
Club of New Jersey was held June 1, 
at Twin Brooks Country Club in Plain- 
field, N. J. Over 45 persons attended, 
including Russell E. Stevens and Charles 
Unger, president and secretary, respec- 
tively, of the New Jersey Agents’ Asso- 
ciation. The Babaco annual golf trophy 
first prize was won by Bud Graebe of 
the Boston. 


Joins Appleton & Cox 

Joseph V. Higgins has recently joined 
Appleton & Cox, Inc., and has been 
assigned to the Philadelphia branch 
office of that organization as a special 
agent. 

Mr. Higgins has had several years 
experience in the marine business and 
will devote most of his time to eastern 
Pennsylvania. 


AGRICULTURAL DIVIDENDS 

Directors of the Agricultural of 
Watertown, N. Y., have declared a 
special dividend of 25 cents a share in 
addition to the regular dividend of 75 
cents a share, payable July 2 to stock- 
holders of record June 15. 
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Bankers Blanket Bond 
Improvements Are Made 


MANY CHANGES CITED BY ABA 





Surety Association Also Incorporates 
Several Improvements Made by 
Endorsement Since Last Revision 





Extended coverage and several other 
improvements in new Standard Forms 
No. 24 and No. 2 of bankers blanket 
bonds became effective June 4, it is 
announced by the insurance and pro- 
tective department of the American 
Bankers Association in the current issue 
of its Protective Bulletin. Until outstand- 
ing bonds are replaced with the new 
forms, insured banks will be notified by 
their underwriters that they have the 
benefit of all of the improvements ap- 
plicable to the form of bonds and insur- 
ing causes carried. 

The improvements are the result of 
the long term program of the ABA 
insurance and_ protective committee in 
close cooperation with insurance com- 
panies to improve the quality of all 
forms of insurance carried by banks. 
Some of the new provisions have been 
under consideration for as long as two 
years. In making the announcement, the 
Protective Bulletin says: 

Improvements Are Incorporated 

“In redrafting these bonds, the Surety 
Association of America has also incor- 
porated several improvements made by 
endorsement since the forms were last 
revised on May 1, 1946, and has changed 
the terms and conditions of Form No. 2 
to make them conform with Form No. 
24 wherever practicable without elim- 
inating distinctions which the Surety 
Association believes merit a_ slightly 
higher premium being charged for the 
No. 24 bond.” 

Among the changes noted by the ABA 
are the following: 

The definition of insured property in 
both forms has been shortened and 
clarified by the use of broad, general 
language; a new paragraph added under 
the valuation clause of Form No. 24 
specifies that the company shall be liable 
for the cost of blank books and other 
materials, plus the cost of labor for 
transcribing data to reproduce books and 
other records damaged or destroyed, or 
lost through burglary, larceny, theft, 
misplacement, etc. 

The definition of employes has been 
extended in both forms to include attor- 
neys retained by the bank employes of 
such attorneys while performing legal 
services for the bank; coverage of bank 
stationery and supplies against loss or 
damage by larceny, theft, burglary, rob- 
bery, vandalism or malicious mischief is 
specifically added in both forms to the 
equipment covered in any office of the 
bank. 

Forgery Clause D Improved 

Forgery Clause D (optional in both 
forms for an additional premium) has 
been improved and shortened by cover- 
ing loss through forgery or alteration 
of, on or in any checks, drafts and 
other named instruments and a sentence 
has been added to clarify that checks 
and drafts endorsed in the names of 
fictitious payees or procured in “face-to- 
face” transactions and endorsed by any 
one other than the one impersonated 
shall be deemed to bear forged endorse- 
ments. 

Securities Insuring Clause E (also 
optional in both forms for an additional 
premium) has been broadened to cover 
securities, documents and other written 
instruments forged as to the signature 
of any person signing in any other 
capacity in addition to the specified 
capacities, such as maker, endorser, 

(Continued on Page 37) 





Colyer Joins Indemnity Co. 


bo 
Kaiden-Kazanjian 


DONALD H. COLYER 


The Indemnity Insurance Co. of North 
America announces the affiliation of 
Donald H. Colyer with its fidelity and 
surety underwriting departments in the 
head office, Philadelphia, with the title 

(Continued on Page 38) 


N. Y. COMP. RATES INCREASED 





Bohlinger Approves Advance of 13.5% 
in Manual Rates for All Classifications; 
Sayer Issues Statement 
Henry D. Sayer, general manager of 
the New York Compensation Insurance 
Rating Board, has issued the following 
statement relative to the rate revision 
for workmen’s compensation insurance 

rates in New York, effective July 1: 

“Alfred J. Bohlinger, Superintendent 
of Imsurance of the state of New York, 
has approved revised workmen’s com- 
pensation insurance rates. Filed by the 
Compensation Insurance Rating Board, 
the new rates apply to new and renewal 
business effective on or after July 1, 
1951. Because of the recent sharply ris- 
ing, loss ratios, this revision amounts 
to an increase of 13.5% in the manual 
rates for all classifications. Existing dif- 
ferentials between the various rate clas- 
sifications continue unchanged. 

“This revision is based upon a con- 
sideration of the experience for policies 
written between July 1, 1948, and June 
30, 1949, which expired prior to July 1, 
1950, and which indicated the necessity 
of an increase over the present rate 
level. In addition, the new rates par- 
tially reflect the experience for calendar 
year 1950, which indicated the need for 
a further increase.” 


DICKINSON RECALLED TO DUTY 
D. W. Dickinson, engineer for the 
Hartford Accident & Indemnity, has 
been recalled to duty with the United 
States Air Force. Mr. Dickinson is 
a captain. He has been associated with 


the Hartford since 1948, working out 
of the company’s Bridgeport branch 
office. 


NAMES ARTHUR A. BURROUGHS 

American Mutual Liability Insurance 
Co. announces the appointment of 
Arthur A. Burroughs to the position of 
district engineering manager in _ its 
Worcester office. 
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The upsurge of interest in non- 
cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 
D on our position of leadership in 
t a specialized field. 


Ly OMPANY 


WORCESTER» MASSACHUSETTS 


. President 


Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH @ LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia and Hawaii 





Carl N. Jacobs Elected 
U. S. Chamber Chairman 


SUCCEEDS FRANK H. THOMAS 





Four Agency and Brokerage Leaders 
Now on Chamber’s Insurance Com- 
mittee for First Time 





Carl N. Jacobs, president of the Hard- 
ware Mutual Casualty of Stevens Point, 
Wis., is the new chairman of the insur- 


ance department, Chamber of Commerce 
In that post he 
president, 


of the United States. 
succeeds Frank H. Thomas, 





Moffet Studio 


CARL N. JACOBS 


Fire Association of Philadelphia who 
remains on the committee. Clinton L. 
Allen, president, Aetna Insurance Group, 
replaces on the committee W. R. Mc- 
Cain, chairman of the Aetna Insurance 
Group’s board. Chase M. Smith of Chi- 
cago, secretary, National Retailers Mu- 
tual, was also elected to the board. 
Carl N. Jacobs’ Career 

Chairman Jacobs started his career 
with the Hardware Mutual Casualty 
when it was organized in 1914 and has 
advanced in rank over the years to 
his present position as chief executive 
of the company. He is also president of 
the Hardware Dealers Mutual Fire, 
trustee of the Northwestern Mutual Life 
of Milwaukee and past president of 
the American Mutual Alliance. 

For the first time in several years the 
Chamber’s insurance committee this year 
contains representatives of the insurance 
sales forces. Four agency and broker- 
age representatives have been added as 
follows: Melvin J. Miller, president of 
the National Association of Insurance 
Agents, who is connected with DuBois, 
Rutledge & Miller, Fort Worth, Tex.; 
Hugh H. Murray, Jr., president, Asso- 
ciated Insurers, Inc. Raleigh, N. C.; 
John D. Marsh of John D. Marsh Asso- 
ciates, Washington, D. C., and Court- 
landt Otis, vice president, Johnson & 
Higgins, New York City. 

John P. Stock, president, The 
cabees, Detroit, is another new 
ber. 


Mac- 


mem- 


Reappointed Committeemen 
Members of the committee who have 
been reappointed are as follows: John 
A. Diemand, president, Insurance Co. 
of North America, Philadelphia; Hovey 
T. Freeman, president, Manufacturers 
Mutual Fire, Providence, R. I.; Walter 


L. Hays, president, American Fire & 
Casualty, Orlando, Fla., Charles E. 
Hodges, president, American Mutual 
Liability, Boston; J. Harry LaBrum, 
Conlen, LaBrum '& Beechwood, Phila- 
delphia; Laurence F. Lee, president, 
Peninsular Life, Jacksonville, Fla.; C. A. 
Loughlin, vice president- general. coun- 
sel, Home Insurance Co., New York 


City; Joseph F. Matthai, executive vice 
president, United States F. & G., Balti- 
(Continued on Page 38) 
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“Let’s Think Big and Grow” Theme 


Of Lambert’s Retiring Message 


International Association Reaching Majority at Convention, 


Reminded of Basic Principles Laid Down 21 Years Ago; 
Sees Organization in Acceptable Position 


“Let’s Think Big and Grow,” was the 
theme of the message delivered by John 
B. Lambert, Mutual Benefit of Omaha, 
general agent at Cleveland, in his report 
as retiring president of the International 
Association of Accident & Health Un- 
derwriters Association at Dallas, Tex., 
June 10-13. 

It was Mr. Lambert’s pleasant duty to 
serve as presiding officer on the occa- 
sion which celebrated the coming of age 
of the organization which was launched 
21 years ago at Detroit. His report was 
delivered at the opening general session, 
June 11, following the welcome ad- 
dresses for Dallas of President Ben 
Critz of the Dallas Chamber of Com- 
merce and for Texas by Attorney Gen- 
eral Price Daniel. 

Association Reaches Majority 

Expressing the hope that the associa- 
tion, on reaching its majority, now has 
the will and the ability to take its right- 
ful place among the service organiza- 
tions as an adult in the insurance indus- 
try, Mr. Lambert repeated the basic rea- 
sons for the purposes of the association, 
as follows: 

To place the underwriting of accident 
and health and hospital insurance upon 
the highest possible plane of service to 
the public; to promote educational and 
legislative measures to reduce and im- 
prove health standards; to advance pub- 
lic knowledge for the need and benefit 
of accident and health and _ hospitaliza- 
tion insurance; to inform the public of 
the advantage of buying from admitted 
comps anies and of the services rendered 
by licensed agents and brokers; to pro- 
mote the adoption of higher standards 
of ethical conduct in the sale, under- 
writing, and servicing of accident, health 
and hospitalization insurance; to sup- 
port the principle of adequate agency 
service for every accident, health and 
hospital insurance policyholder; to de- 
velop a closer cooperation between un- 
derwriters, brokers and companies, to 
sponsor sales congresses, and other spe- 
cial sales activities. 

Pays Tribute to Associates 

After paying tribute to the executive 
board, officers, committee members and 
executive staff, Mr. Lambert said: 

“We have in the agency in which | 
work a motto—it has on so many occa- 
sions helped the successful to remain 
modest and at the same time encourage 
the weak. I feel that it is very much in 
order on our 21st birthday to repeat it 
for the benefit of our entire industry. 
It is: 

“If what you did yesterday looks big 
to you—you haven’t done much today.’ 
It’s a challenge to each of us to remem- 
ber with each tick of the clock a new 
hour, a new day begins and if we are 
to be successful we must make the most 
of every minute of every hour of every 
day. 

“The aims and purposes of our asso- 
ciation have had far-reaching interpreta- 
tions in the past few years due to pres- 
sure brought about in a changing world 
and an unpredictable economy. Our plea 
to you new officers and board members 
for the ensuing year is that our thinking 
and planning be basic and solid. To stick 
closely to the fundamentals and to have 
as a guiding formula three basic goals— 
(1) to better serve the agent; (2) to co- 
operate with companies and the indus- 
try; (3) to continue to do a substantial 
and increased amount of activity on 
public relations. 

“The remaining remarks I would like 


JOHN B. LAMBERT 


thinking on these’ three 
objectives and I issue these remarks as 
a challenge to each of you. To better 
serve the agent, we must serve the local 
association with solid leadership, more 
and better sales congresses, able speak- 
ers, political know-how and a number of 
good reasons why he should affiliate him- 
self with and serve the association. The 
definite objectives for serving the agent 
are: (a) increase his knowledge; (b) 
develop his skills; (c) help him develop 
a professional attitude. 

Should Cooperate With Companies 

“For the companies we can and should 
(a) cooperate in keeping them informed 
of public needs and desires that can be 
satisfied by and through insurance; (b) 
accurately and intelligently display to 
the public our companies’ wares; (c) 
realize our own individual reputations 
and prestige in the community in which 
we work is the reputation and standing 
our companies will have in those com- 
munities. 

“The public thinking is in my humble 
opinion our greatest challenge—to be 
sure our relations with the public are 
acceptable and appreciated. We must 
inform always a greater number than 
we sell if we are to continue to sell in 
volume. 

“Here we are happy to report, your 
association has never before been in 
such an acceptable position as it is today 
with companies and the public. Let’s 
keep it that way—let’s think big and 
grow!” 


Fine Job Done by Dallas 


Convention Committee 


June 11—The local convention 
the stage for the 


to direct 


Dallas, 
committee which set 
2lst annual meeting here at Baker 
Hotel of the International Association 
of A. & H. Underwriters is getting its 
full share of credit for a fine job. 

Emerson Davis, general agent of In- 
ter-Ocean Insurance Co. and an execu- 


tive board member, has served with 
distinction as general chairman, and 
Porter A. Bywaters, Jr., Employers 





Wm. E. Lebby Lauded as 
A. & H. Man of the Year 


WESSMAN PRESENTS AWARD 


Prominent Los Angeles General Agent 
Is Unanimous Choice of Harold R. 
Gordon Memorial Award Committee 


Dallas, June 13—William E. Lebby, 
general agent of the Massachusetts In- 
demnity for the state of California, was 
designated here today at the closing 
convention session of the International 
Association of Accident & Health Un- 
derwriters, as the 1951 “Accident and 
Health Man of the Year.” He was the 
unanimous choice of the Harold R. Gor- 
don Memorial Award Committee, chair- 
man of which is Irving G. Wessman, 
secretary, Loyalty Group, vent who 
spoke on behalf of the Chicago A. & H. 
Association. 

In presenting the 1951 “Oscar” Mr. 
Wessman lauded the accomplishments of 
Mr. Lebby in his 33 years in the A. & 
H. business and indicated that he had 
thoroughly earned_his distinction. He 
now joins with E. H. O’Connor, manag- 
ing director, Insurance Economics So- 
ciety of America, and V. J. Skutt, presi- 
dent of Mutual of Omaha, who were re- 
spectively the 1949 and 1950 recipients, 
in being the possessor of a unique gavel- 
plaque. Explaining its significance, Mr. 
Wessman said that the late Harold Gor- 
don spent the very few moments avail- 
able for a hobby at his home work- 
bench. “We _ have constructed this 
thought to be an everlasting memory to 
him. Previous to his ‘trip to Heaven’ he 
was in the process of making a gavel for 
the Chicago Accident & Health Associa- 
tion. Seizing upon his only recreation 
we wish to symbolize this memory.” 

Lebby’s Ability and Prominence 

William E. Lebby opened his present 
A. & H. general agency on June 21, 
1933, following the advice and _ assist- 
ance of the late Harold R. Gordon. He 
now writes over $1,000,000 in A. & H. 
premiums through 1,900 agents, sub- 
agents and producers from every sec- 
tion of California. When his agency 
represented Lloyd’s of London he wrote 
more A. & H. policies than any other 
representative of Lloyd’s. Due to the 
present activity of his agency he found 
it expedient to sell his Lloyd’s business 
last year. Reportedly, he has written 
more sub-standard business than any 
other agency in the country and, in so 
doing, “paved the way for this class of 
business to be written in the American 
market. 

Mr. Lebby was extolled by Mr. Weés- 
man as one of the originators of the 
National Association of A. & H. Un- 
derwriters and as one of its past vice 
presidents. He was a featured speaker 
at its second annual convention 20 years 
ago. He is a past president of the 
Los Angeles A. & H. Managers Club; 
past president of the South California A. 
& H. Underwriters Association and past 
president of the State of California A. & 
H. Managers Association. He is also a 
sustaining member of the International 
A. & H. Association. 

His Contributions to the Business 

Mr. Lebby’s career was traced from 
his early business experience in Mc- 
Keesport, Pa., where he was born, to 
California where he settled 26 years ago. 
He was active from the start in civic af- 
fairs and eventually became recognized 





Casualty, as general vice chairman. As- 
sisting them were George R. Jordan, 
Republic National Life, speakers and 
publicity; R. C. Davidson, Mutual of 
Omaha, firiance; Wm. A. Crowley, 
ey International Life, entertain- 
ment; L. C. Woodham, Great American 
Reserve, reception; Maynard G. Shearer, 
Occidental Life, hotel reservations; 
Earle E. Bailey, Great American Re- 
serve, registrations; Mrs. Adele Levy, 
Mutual Me Omaha, women’s division, 
ands(.0; Vest, Reserve Life, printing. 


Western Photographic Service 
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as an outstanding A. & H. producer. 
His wife, Beatrice, was associated with 
him in business for seven years. 

Among his contributions to the busi- 
ness he has written over 350 A. & H. 
sales articles; has addressed local A. & 
H. associations in every section of the 
country; has made over 150 talks at 
various civic meetings in Los Angeles, 
stressing the need for disability insur- 
ance protection. He was also educational 
chairman for Los Angeles for 18 years 
in the National Association’s educational 
committee; sponsored the first California 
A. & H. primer, published by the Health 
& Accident Underwriters Conference, 
and was the first individual west of the 
Rocky Mountains, according to the 
award committee, to sponsor a_ sales 
congress. He was also one of the orig- 
inal members of the Purdue University 
A. & H. advisory committee. 

Mr. Lebby was praised as the orig- 
inator of new forms of A. & H. coverage 
including mortgage insurance whereby 
the mortgage is paid off in a stipulated 
time. He also originated an A. & H. 
policy enabling two or more people to 
be covered under aggregate indemnity, 
which has not yet been adopted by the 
American market; the reducing indem- 
nity policy covering bank loans that 
cover tasks within certain periods of 
time which is not yet written here. He 
also was an early advocate of the idea 
that a certificate could be purchased for 
aviation travel for travel bureaus, now 
extremely popular through airport vend- 
ing machines. “He also created home 


and office doctor calls coverage,” said the 
committee. y 
Recognition was also paid to Mr. 


Lebby for his sponsorship of the A. & 
H. sales portfolio, which will soon be 
available under the title of “Successful 
Ideas in Accident and Health Sales.” In 
1950 he allocated most of his time to 
this endeavor, forming a committee to 
pursue this project through the Interna- 
tional Association. He provided the 
committee with the necessary funds to 
get started on this progressive project. 
The funds were donated practically in 
their entirety by him. The prizes for 
the three leading articles and the ex- 
pense for advertising were also donated 
by him because of his sincere wish to 
sponsor a worthwhile project which 
would benefit the entire A. & H. indus- 
try. He will not accept any profit in this 
venture. 

Finally the committee said: “Even 
though the state of California has a 
compulsory sickness law Mr. Lebby has 
proved with his progressive sales meth- 
ods that the wage earners of California 
will purchase supplemental accident and 
health insurance through individual poli- 
cies under the private enterprise system.’ 
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Mr. John B. Lambert, President, 

International Assn. of Accident & Health Underwriters, 
2850 Euclid Avenue, 

Cleveland 15, Ohio. 


Dear John: 


Is is a real pleasure to congratulate you as the year of your Presidency of 
the International Association of Accident ‘and Health Underwriters draws to a 
close. You and your fellow officers may view with justified satisfaction the 
increased membership, prestige and service of the organization. We of Mutual 
of Omaha have long believed in the purposes of the International Association. 
To observe these purposes being accomplished -=- and one of our own associates 
doing so much to make that progress possible -- is highly pleasing to all of 
us == in the field and in the home office. 


Evidences of the fine job being done by the International Association in 
continuing to improve the work of the accident and health producer are apparent 
throughout the country. The unselfish attitude which has motivated your efforts 
in this work during the past year is deeply appreciated. 


It should be the common objective of all engaged in this business to make the 
selling job of the accident and health salesmen as easy as possible. Only by such 
cooperation will adequate disability coverage be brought to our fellow citizens. 
So the International Association and the companies -- which is just another way 
of saying the field and the home office -- should work closely together. The more 
that we can do to help the agents -=- the men on the firing line -- achieve success 
and happiness in their work -= the more the insuring public will be protected and 
the business itself will progress. 


Please convey to the officers, executive committeemen and other members of 
the International Association our sincere thanks for a grand job done this year. 
I have said before -- and now repeat -=- that the accomplishments of the Interna- 
tional Association of Accident and Health Underwriters in the field of disability 
insurance are becoming comparable to those of the National Association of Life 
Underwriters in the field of life insurance -- and I can think of no better 
compliment. 


Congratulations again and best wishes from all of your co-workers in Mutual 
of Omaha to all of the International Association for an outstanding convention at 
Dallas and continued progress in the year ahead. 


Faithfully yours, 


Veet 


President. 
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Ernst and Tull Elected Top Officers 
Of International A. & H. Association 


Emerson Davis Is Named Treasurer; Registration at Dallas 


Highest and Membership Largest in History of Association; 
Attorney General Talks on Threat of Socialized Medicine 


Dalias, Tex., June 12—Carl A. Ernst, 
North American Life & Casualty Co., 
St. Paul, last year’s vice president, was 
elected president of the International 
Association of Accident & Health Un- 
derwriters at its meeting here today, 
succeeding John B. Lambert, Mutual 
Benefit of Omaha, Cleveland. 

Charles H. Tull, Provident Life & 
Accident, Seattle, was elected vice presi- 
dent, and Emerson Davis, Inter-Ocean 
Insurance Co., Dallas, was named treas- 
urer. The following directors were 
elected for three-year terms: 

Abbott, Buffalo and  Pitts- 
burgh district; William Case, Cincinnati 
and Dayton district; O. D. Harlan, San 
Texas, and Louisiana district; 
Callahan, Wisconsin district; 
Alabama, Tennessee and 


Rupert 


Antonio, 
Thomas 
John Gallaway, 
Mississippi district. 
Executive Board Meets 

The convention opened with an ex- 
ecutive board meeting on June 9, the 
first business session getting away June 
10 with an address of welcome by Mayor 
J. B. Adoue of Dallas. Texas Attorney 
General Price Daniel was the next 
speaker. He talked on the danger of 
socialized medicine to physicians and 
accident and health insurance men, 
stressing the threat of centralization 


which would destroy free enterprise. 
C. B. Stumpf, general agent, Union 
Mutual Casualty Co., Madison, Wis., 


past president, board chairman of the 
association, announced the largest regis- 





Program Chairman 








EMERSON DAVIS 


tration in the history of the association, 
and presented President Lambert who 
gave a report on the growth and com- 
pletion of 21 years of association history. 

The luncheon : 
Bury, corresponding consultant, 


speaker was Charles 
whose 


ERNST 


subject was: “Putting Personality Into 
Your Letters.” R. Jaqua, Institute of 
Insurance Marketing, Southern Meth- 
odist University, the closing speaker of 
the session on the afternoon of June 11, 
pointed to the rapid turnover as evi- 
dence that selling insurance in all phases 
is too difficult. He suggested breaking 
down into special fields, prospecting, 
contacting and presentation, and urged 
better training and equipment with 
visual material. He spoke of the agent 
as “under a constant squeeze.” 

At the council meeting today, com- 
mittee reports were heard and it was 
revealed that there is a cash balance 
on hand. The legislative report of Chair- 
man E. H. O’Connor, managing director, 
Insurance Economics Society of Amer- 
ica, was read in his absence. 


Awards Are Presented 


The award for the city having the 
largest increase in membership percent- 
age went to Madison, Wis., with Cleve- 
land winning the award for the largest 
gain in membership. The state award 
for the largest gain in membership went 
to Ohio, with New Mexico leading in 
percentage gain. Texas was runner up 
and Kansas next. 

Total membership of the association 
is the largest in history. The problem 
of membership lapsation was considered 
and it was suggested that the tenure of 
local presidents be made to conform to 
the fiscal year of the association. 

Luncheon speaker was Elmer Wheeler, 
sales consultant, who talked on “Sell 
the Sizzle.” A bronze plaque was pre- 
sented to retiring President Lambert, 
who also was given a certificate of hon- 
orary citizenship of Texas, signed by 
Governor Allan Shivers of that state. 
Presentation was made by Emerson 
Davis, convention chairman. Mr. Lam- 
bert presented the gavel to Carl Ernst, 
the new president, who made a brief 
talk concerning the difficult times and 
the responsibility of the accident and 
health men in meeting the current prob- 
lems. Mrs. Ernst was presented with a 
bouquet of roses. 

Features scheduled for the closing 
session, June 13, were presentation of 





T. T. Wallace’s Ideas 
On Selling Efficiency 


HE URGES “SHOOT THE MOON” 


Stimulates A. & H. Agents to Do Bigger 
Job With Better Working Habits; 
Puts Major Emphasis on the “Close” 


Dallas, June 13—Travis T. Wallace, 
president of Great American Reserve 
who is one of the outstanding life and 
A. & H. executives of Texas, treated 
the delegates attending the annual con- 
vention here of the International Asso- 
ciation of A. & H. Underwriters to an 
inspirational talk which will be long 
remembered. Selecting as his theme, 
“Selling at Maximum Efficiency,” he 
declared that “peculiar talents, unusual 
courage and stamina are required even 
to stay in the insurance business. Under 
no conditions is it a job for a sissy, 
and the harder we work and the more 
effort and efficiency we give to it, the 
easier insurance selling becomes.” 

Mr. Wallace’s premise was that since 
we are in the business for two reasons— 
“to make money and to be as happy as 
we can, we should make it our business 
to sell continuously at maximum effi- 
ciency. However, despite this truth, 
most of us stagger along, using 20% to 
40% of our potential ability and effi- 
ciency. 

The speaker compared the insurance 
salesman’s efficiency to that of an auto- 
mobile, saying: “If we had an automo- 
bile with 100 horsepower operating at 
30% to 40% of its potential, we would 
immediately take it to a garage for 
diagnosis and correction. Such _ ineffi- 
ciency would not be tolerated. Yet too 
many of us in our business chug along 
with our sales motors operating far be- 
low maximum efficiency, making less 
money than we should and being far 
less happy than we should be.” 


Four Areas of Trouble 


A salesman may realize that he is 
selling far below his potential and he 
might have to check 100 or more areas 
to find his trouble. But Mr. Wallace 
maintained that the areas of trouble are 
limited to fours (1) see enough people; 
(2) see the right people; (3) tell them 
how they can use the services he has 
to offer, and (4) maintain right mental 
attitude. The salesman must believe in 
his business, his company. his job and 
himself. He must have enthusiasm, sin- 
cerity and ambition, he said. 

Mr. Wallace cautioned that the inter- 
relationship of these areas must bé rec- 
ognized. “In theory,” he explained, “it 
would seem possible, for example, that 
a salesman could be strong in three of 
them and very weak in the fourth. As 
a practical matter this is never and can 
never be true. Let’s assume, for example, 
his attitude is very good, his work habits 
are excellent, and that he does a con- 
tinuous and effective job of prospecting 
but that he has little or no skill in 





the Harold R. Gordon Memorial award 
to William E. Lebby, Los Angeles, and 
the address of Travis T. W allace, presi- 
dent, Great American Reserve Insurance 
Co., Dallas. 


Career of New President 


Mr. Ernst, the new president of the 
association, is a native of St. Paul and 
was educated there. He joined the North 
American Life & Casualty in October, 
1941, as field supervisor for four mid- 
western states. In June, 1941, he was 
assigned to Milwaukee as manager and 
was later transferred to St. Paul. His 
first work with the association was as 
chairman of the Leading Producers 
Round Table, following which he was 
elected a member of the executive board. 
A graduate of the Life Insurance 
Agency Management Association school, 
he was a charter member of the Twin 
Cities Accident & Health Association. 


TRAVIS T. WALLACE 


selling. He starts to work enthusias- 
tically and optimistically; he works hard 
and he gets a lot of qualified names; 
but after he gets in front of the pros- 
pect, he continuously misses the sale. 
He is continually butting his head into 
what is for him a stone wall. No sales- 
man can take this for long without a 
telling effect... The same thing will 
happen if he is weak in any of the 
three other areas. A chain is no stronger 
than its weakest link... 


Two Underlying Factors 


“This inter-relationship brings us to 
the conclusion that there are two under- 
lying factors which help ass) chained 
together, if there is improvement in one 
area, it must be accompanied by im- 
provement in all areas; (2) a given 
measure of progress in one area tends 
to develop corresponding improvement 
in the other areas. This means improve- 
ment in results by multiplication, not 
addition. A slight improvement in per- 
formance brings wholly disproportionate 
results.” 

The speaker then discussed in detail 
the necessary steps which the salesman 
must take in order to make consistent 
improvement in the four areas of trou- 
ble. As to work habits he recommended: 
Planning one’s work ahead _ always, 
working a full day every work day, 
keeping systematic record of interviews, 
etc., and analyzing them regularly; set- 
ting aside a minimum time each day 
or certain days for reading and study; 
setting a minimum number of calls and 
minimum number of interviews for each 
day. 

Prospecting and Closing 


His suggestion on prospecting was 
that “it must be a continuous, everlast- 
ing process,” and he added: “It is al- 
most as important to ruthlessiy eliminate 
the china eggs among your prospects as 
to gather new names.” On improvement 
in selling skill Mr. Wallace put major 
emphasis on the “close,” saying: “Unless 
you have a powerful, effective close all 
the efforts and energy spent up to that 
point will be completely and unneces- 
sarily wasted .., There are many ways 
of closing but, in my opinion, implied 
consent is more important than the 
others combined (1) because properly 
handled, it can be used in almost every 
instance and (2) properly handled it 
makes it easy for the prospect to buy 
and difficult, almost embarrassing, if he 
doesn’t buy.” 

As a final thought Mr. Wallace in- 
spired his listeners to “shoot the moon” 
in striving for sales success. He de- 
clared: “You will need great power, 
courage, enthusiasm and energy to do 
the biggest job you can imagine your- 
self doing, and God will give it to you. 
Shoot the moon. With this bid, you 
cannot lose in the game of life.” 
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Ross on Open Doors to Salesmanship 


Says Salesman Who Fails to Use Maximum Potential Is 
Losing Hundreds of Dollars a Day; Salesman Should Know 
Why Prospect Buys; Mental Processes Important 


The salesman who fails to use his 
maximum potential is losing hundreds of 
dollars a day, said Raymond D. Ross, 
vice president, Equitable Life & Cas- 
ualty Insurance Co., Salt Lake City, 
Utah, in his address, “The Open 
Sesame, ” before the International Asso- 
ciation of Accident & Health Underwrit- 
ers, at Dallas, Tex., June 11. 

“T like to compare a salesman’s poten- 
tial to that of a battery,” he said. “When 
it is run down and barely able to kick 
the engine over, it is getting by on its 
minimum potential—like too many sales- 
men do, When it is fully charged with 
its maximum hidden power, it is func- 
tioning at its maximum potential—like 
outstandingly successful salesmen. Any- 
thing between these two conditions is a 
degree of potential of either battery or 
salesman. Since salesmen are not born 
but made, I firmly believe that any sales- 
man who is getting by in the accident 
and health business on his own, thus 
having demonstrated his aptitude for 
selling accident and health insurance, 
can increase his earnings to any degree 
to which he is really determined. He 
can be a fully, or a partly, charged bat- 
tery, or can become a dead one. It is 
certainly up to him.” 


Become Star Salesmen 


Saying that the skilled use of power 
tools can change mediocre salesmen into 
star salesmen, comparable to a battery 
functioning on its maximum potential, 
Mr. Ross continued: 

“I believe that one of the most im- 
portant open doors to successful selling 
is to know what takes place in the pros- 
pect’s mind and causes him to buy. The 
prospect in many cases, does not know 
why he buys, the salesman should know 
why. The salesman should understand the 
prospect even though the prospect does 
not understand himself. Many success- 
ful salesmen have attained this impor- 
tant understanding of others, possibly 
through intuition or experience. But the 
rest of us, to be most successful, must 
learn what motivates the prospect to 
buy and what decisions he must, con- 
sciously, or unconsciously, make before 
he buys. If we know these mental 
processes that must take place in the 
prospect’s mind, it is only reasonable 
to suppose that we can more effectively 
bring about the necessary decisions.” 

Mr. Ross enumerated the following 
buying motives: Desires for gain, com- 
fort, convenience, protection and se- 
curity, satisfaction of pride or affection. 


Impelled to Buy 


“People are impelled to buy because 
of the appeal to one or more of these 
buying motives,” he said. “There is a 
definite pre-determined mental process 
that the prospect must undergo before 
he purchases even as much as a postage 
stamp.” 

Outlining the five buying steps: Need, 
purpose, proof of reliability, price and 
timing, Mr. Ross said that those who 
are engaged in the accident and health 
industry are fortunate because specifi- 
cally and scientifically speaking, they 
are engaged in selling the easiest com- 
modity in the world-insurance. 

“Insurance men,” he said, “need not 
dwell upon the need to the extent sales- 
men for other commodities do, because 
we know that every mature adult is 
seeking financial security for himself 
and his loved ones. For years insur- 
ance companies have spent millions and 
millions of dollars in educating the popu- 
lace. Even the Government is helping in 
this educational process. How? With 


mediums like social security, and GI in- 
surance. Yes, even the threat of so- 
cialized medicine had contributed to the 
education which makes every Ameri- 
can, who has any sense of his responsi- 
bility, recognize the need of protection 
and security through insurance. We 
must, however, analyze his problems to 
learn his basic needs, and concentrate 
on filling them.” 


Commodity Appeals to All 


Mr. Ross said that the A. & H. in- 
surance salesman has a _ commodity 
which appeals to all five of the buying 
steps and asked: 

“Why do men insure? Why does a 
man deprive himself of some of the 
money that he could spend on today’s 
luxuries and in having a good time to- 
day? Why? Many insure because of 
some young person believing in him 
enough to start down the road of life 
with him, not knowing, not asking, what 
was ahead, but trusting him to take care 
of them and he honors that trust, and 
cherishes that life. Men insure because 
small eyes, that have no choice, look up 
at him and smile at him with instinctive 
faith that is beyond understanding and 
men cannot violate that faith. Men in- 
sure because trusting Johnnie and Sue 
know that daddy will provide even 
though lying in a hospital—they ask not 
how—they know that nothing will stop 


(Continued on Page 35) 


Walker Describes Work 
Of Coordinating Group 

REPORTS AT DALLAS MEETING 

Says Much Was Accomplished Through 


Efforts With AMA in Carrying Story 
of Free Medicine, Voluntary Insurance 








D. Stuart Walker, Philadelphia gen- 
eral manager of the Mutual of Omaha, 
reported as chairman of the disability 
insurance coordinating committee repre- 
senting the International Association of 
Accident & Health Underwriters at the 
association’s meeting at Dallas this week. 
He said that through the instrumentality 
of this committee, friendly relations with 
the Health & Accident Underwriters’ 
Conference have continued at a high 
level. 

Mr. Walker said that this coordinating 
group, consisting of five appointed repre- 
sentatives from the conference and an 
equal number from the association, to- 
gether with ex-officio members, held 
meetings in August of last year and in 
March of this year. 

“Somewhat of a record was established 
at the August meeting,” he said, “which 
found every member representative of 
both groups in attendance and in addi- 
tion ex-officio staff members, together 
with John 4 Lambert, president of the 
aSsociation, J. Faulkner, president of 
the eatrcas and R. W. Friedner of 
the Life Insurers Conference. At the 
March meeting only two absentees were 
reported, one from each organization. 
Both meetings were held at the confer- 
ence executive offices and the commit- 
tee wishes to extend thanks for the use 
of these facilities. 


Staff Officers Active 


“Most active of the trade association 
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Our commodity (like that of all insurance companies) is “secur- 
ity” and “peace of mind.” Because we feei our agents should 
know their product through personal experience, we have taken 
the following steps to make their futures secure: 


(a) Retirement Income Pension Plan for WNL agents. 
(b) Group Life Insurance for WNL agents. 


(c) Attractive agent contracts including liberal renewals 
. . . lifetime service fees! 


In addition we offer training courses, “refresher” courses, and a 
steady flow of field tested printed selling 
interested in joining this fast growing company, write to our 


Agency Director, Wm. J. W. Merritt. 


WISCONSIN NATIONAL LIFE INSURANCE CO. 


GENERAL AGENCY OPENINGS IN WISCONSIN, MICHIGAN 
ILLINOIS, INDIANA and MINNESOTA 


First Legal Reserve Stock Life Insurance Company Incorporated in 
Wisconsin. 


have security 


> 


UUM; 
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Oshkosh, Wisconsin 








staff officers were Wesley J. A. Jones, 
executive secretary of the association 
and James R. Williams, assistant di- 
rector in charge of public relations of 
the conference. Mr. Jones served as 
chairman of the important subcommittee 
in connection with the American Medi- 
cal Association advertising campaign 
conducted in October and Mr. Williams 
acted as secretary-treasurer of the joint 
group and as a member of the atfore- 
mentioned subcommittee. Bulletins and 
other promotional material’ in connec- 
tion with the AMA program were dis- 
tributed to a mailing list of approxi- 
mately 800 companies, general agents, 
local accident and health associations 
and life underwriters organizations. 

“The tangible result of this coopera- 
tive effort with the AMA is difficult to 
calculate, but based on conservative es- 
timates of the number of advertising 
lines used and special activities of com- 
panies, associations and agencies, a great 
deal was accomplished in carrying the 
message of free medicine and voluntary 
insurance to the public. The effective- 
ness of the job accomplished cannot be 
measured in terms of money appropri- 
ated since only $428 of one committee’s 
meager bank account was used for this 
project. 


Other Important Activities 


“Other important activities of the com- 
mittee during the past year include a 
recommendation urging additional asso- 
ciate company memberships in the In- 
ternational Association and endorsement 
of the work of the Health Insurance 
Council in connection with its survey of 
accident and health insurance and its 
able direction in establishing hospital 
admissions and state surgical plans. It 
was agreed that the Coordinating Com- 
mittee should make available to all local 
associations and to key members of the 
International Association copies of the 
survey for use in preparing speeches to 
be made before both industry groups and 
civic organizations. 

“During the year the committee went 
on record as reaffirming its position with 
respect to the inclusion of a temporary 
licensing clause similar to that con- 
tained in the committee’s model bill in 
any licensing legislation proposed or 
urged in any state. A subcommittee on 
education composed of Fred Grainger, 
chairman, Frank Vanderbrouk and Wes- 
ley J. A. Jones was appointed to make 
a survey of educational facilities made 
available to agents and to report at the 
next meeting of the committee. Other 
discussion dealt with the general sub- 
ject of public relations both as respect 
to the general public and with insurance 
regulatory authorities. It was urged that 
industry spokesmen who appear before 
groups which may include insurance de- 
partment personnel avoid politically con- 
troversial subjects and that caré be 
taken that the great advances of the 
accident and health business during the 
past few years be emphasized. 


Valuable Contacts Made 


“Valuable contacts were made with the 
Life Insurance Agency Management 
Association, the National Association of 
Life Underwriters and the Life Insurers 
Conference. Thanks are extended to the 
staffs of the conference and the associa- 
tion for their cooperation and to the 
officers and executive committees of 
both organizations for their willingness 
to endorse the action of the Coordinat- 
ing Committee. Publicity releases con- 
cerning activities have been given 
thoughtful consideration by the trade 
press and other business periodicals. 

“I therefore extend praise also for 
the cooperation rendered by J. W. 
Scherr, Jr., chairman of the delegates 
from the Health & Accident Underwrit- 
ers Conference, and to those other con- 
ference delegates for the cooperative 
attitude with which they have attended 
the meetings of this committee and as- 
sisted in its deliberations.” 
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MacEwen on Agent’s Responsibility 


Says Salesman Has a Sacred Trust; Compares A. & H. With 
Life Insurance and Says the Two Forms Occupy the 
Same High Place in Social and Economic Life 


The agent who sells accident and 
health insurance assumes a responsibility 
far beyond the immediate mechanics of 
the sale, said D. C. MacEwen, superin- 
tendent, accident and health department, 
Occidental Life Insurance Co., in his 
address “Something More Than the 
Sale,” before the meeting of the Inter- 
national Association of Accident & 
Health Underwriters at Dallas, June 11. 

“His is the responsibility of providing 
a means of income, snatched away by 
accident or sickness, which may be re- 
placed to an extent which will permit 
the family or the individual to maintain 
some measure of financial integrity,” he 
said. “It is one of the most sacred trusts 
which can be placed in his charge and 
isa responsibility which he cannot light- 
ly assume.” 

Like life insurance, Mr. MacEwen said, 
accident and sickness is personal insur- 
ance, both serving the same ends—re- 
placement of income. The two forms of 
coverage are equally important, he 
added, and occupy the same high place 
in social and economic life. 


Goes Further Than Sale 


“Personal insurance,” he continued, ‘ 
an intimate thing and the Ses of 
personal insurance by an agent goes 
much further than just a sale. Any slick, 
fast talking, vacant lot ‘pitch man’ can 
sell gadgets no matter how useless. But 
the ‘pitch man’ has no place in the ac- 
cident and sickness insurance business, 
nor in any insurance business for that 
matter. Providing the means of main- 
taining income when misfortune strikes 
is something which should not lend itself 
to high pressure salesmanship behind 
flamboyant, eye-catching advertising lit- 
erature. 

“Tt is a serious undertaking and one 
which later may have to successfully 
sustain the acid test of standing between 
a family and financial disaster. It is not 
the sale of an assembly line policy 
turned out in carload lots but a planned 
program of coverage to fit the needs of 
that particular applicant. As in life in- 
surance, an accident and sickness pro- 
gram carefully developed to fit the needs 
of one man may fall short or even 
over-shoot the needs of the next. 

“You as an agent are in your office 
when the phone rings. A_ hysterical 
female voice tells you that her husband 
has just been taken to the hospital. He 
slipped on the bathroom floor and struck 
his head on the bathroom scales. He 
has a severe concussion and is uncon- 
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scious. The hospital wants assurance of 
payment. What is she going to do for 
money if her husband is laid up for a 
long time? She is not familiar with her 
husband’s financial affairs but she knows 
he carries insurance with you. Note 
that she says you—not your company. 
You are the one whose trusteeship is 
going to be put to the test. You are 
the one to whom she looks in her time 
of trouble. 

“So, with friendly assurance you tell 
her that as far as finances are concerned, 
she has no cause for worry. You tell 
her to inform the hospital that your 
company will be responsible for all the 
bills. You assure her that the doctors’ 
charges will be paid. You further assure 
her that if her husband suffers a long 
period of disability she need have no 
fear of not having an income. You as- 
sure her that her husband’s employer 
will continue his salary for 30 days and 
that after that your company will sup- 
ply a monthly income. What a feeling 
of satisfaction it is to you to know that 
you planned his coverage in accordance 
with his needs! That evening at the 
dinner table, with a warm feeling of 
justifiable pride in a service well ren- 
dered, you tell your wife of the incident. 

“Contrast that type of experience with 
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Jones Points to Past 
Year’s Achievements 


ASS’N HAS INCREASED PRESTIGE 





Directs Attention to Membership Lapsa- 
tion of Past Year Resulting in Net 
Gain of 321 Members 





The sizable contribution made by the 
International Association of A. & H. 
Underwriters to the national education 
campaign last fall of the American 
Medical Association, working in har- 
mony with the Health & Accident Un- 
derwriters’ Conference, the Life Insurers 
Conference and the National Association 
of Life Underwriters,. was pointed to by 
Wesley J. A. Jones, executive secretary 
of the International Association, as one 
of the past year’s accomplishments in his 
report to the Dallas convention this 
week. 

Mr. Jones served as chairman of an 
industry-wide subcommittee of the Dis- 
ability Insurance Coordinating Commit- 
tee whose designated function was to 
publicize as widely as possible the bene- 
ficial effects of the AMA campaign; to 
originate and to recommend sales pro- 
motional ideas and projects which would 
tie-in with the AMA national advertis- 
ing campaign on behalf of voluntary 
health insurance. “A survey of our re- 
sults,” he said, “indicated that over 100 
companies, 50 agencies and 15 local as- 
sociations actively and directly under- 
took appropriate sales promotional pro- 
grams during the month of October, 
1950. We are justly proud that the In- 
ternational Association was in the fore- 
front of this industry-wide information 
a” i”: 

Jones felt that the nationwide 
Flr “have been measured in a closer 
harmony between the insurance business 
and the medical profession because the 
insurance fraternity vigorously demon- 
strated its repudiation of Federal inter- 
vention into the realm of caring for the 
nation’s health through socialization of 
medical care.” 


Association's Membership Now 4,717 


During the past year Mr. Jones visited 
15 local and state associations, some- 
what less in number than those visited 
during 1949. He also gave close atten- 
tion to the direction of the Interna- 
tional’s membership program, working 
closely with William Reinsh, local asso- 
ciation membership chairman, and Jay 
DeYoung, general coordinator of all 
membership programs. Reporting on the 
over-all progress Mr. Jones said that 
2,610 new and reinstated members have 
been added during the past year. “On 
the other hand,” he explained, “this 
gross gain was offset by the uncomfort- 
able lapsation of 2,289 members giving 
us a net gain of 321 individuals for the 
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12 months ending May 31. As of June 
1, 1951, therefore, your association’s total 
membership stood at 4,717.” 

Now concluding his third full year 
with the International Association, Mr. 
Jones said that during this time “we 
have broadened our influence by adding 
28 new local and state affiliated associa- 
tions. While our total membership has 
experienced a net increase of only 428, 
I estimate that more than 50% of the 
present members did not belong to the 
association three years ago. 

“Thus we have a problem of conserva- 
tion which should continue to occupy a 
major portion of the membership com- 
mittee’s attention. Admittedly, much of 
the cause of this heavy percentage of 
turnover rests in the nature of the sales 
forces in our business, as agency di- 
rectors and general agents will probably 
testify.” 

Despite this slow increase in size, it 
was felt that the International Associa- 
tion has shown immense growth in pres- 
tige and industry-wide influence. “We are 
gradually reaching the point of meeting- 
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table equality with other trade associa- 


tions and with our companies,” said Mr. 
Jones. “This is the result of much pa- 
tience and demonstration on our part of 
a cooperative sincerity of purpose. It is 
reasonable to conceive that such rela- 
tionships will gradually bear fruit in 
our association’s increased size and im- 
provement of services to its membership 
as more and more companies enter the 
A. & H. business.” 


Has Operated Within Its Budget 


Referring to the financial condition of 
the association Mr. Jones indicated that 
as a non-profit corporation, “our con- 
stant concern is to regulate our month- 
to-month operating expenses so that 
they are in favorable relationship to a 
widely fluctuating income over which 
we have little control. This absence of 
control is due to our almost total de- 
pendence upon the alacrity and prompt- 
ness with which local association treas- 
urers collect and remit their members’ 
dues at renewal time. 

“Taking this fact into account and 
despite the marked rise from the pre- 
vious year in almost all operating ex- 
penses, your association during the fiscal 
year ending May 31, 1951, operated with- 
in its budget, and for the second consec- 
utive year contributed a reasonable addi- 
tion to its surplus reserve.” 


Refers to Portfolio of Sales Ideas 


Attention was then called to the forth- 
coming portfolio of sales ideas to be 
known as “Successful Ideas for Accident 
& Health Sales.” Mr. Jones referred to 
this project as “the most important sin- 
gle activity which the International 





executive board directed to be under- 
taken and completed this year for the 
benefit of its membership.” He explained 
that it was undertaken through the 
Lebby - Gordon Memorial Committee as 
a “memorial to the late Harold R. Gor- 
don, managing director of the Health 
& Accident Underwriters Conference.” 

‘Because the task has been far greater 
than anticipated the portfolio is not yet 
completed. However, Mr. Jones hoped 
that Q will be ready for use before 
July 1 

Praise for Membership Chairmen 

Jones was warm in his praise 
Mes the job done during the past year 
by countless industrious local and state 
association membership chairmen and 
their committees, and he said: “If there 
were ever a hall of fame for association 
workers, these many persevering volun- 
teers would be deserving of the earliest 
recognition for their yeomen’s service.” 
He continued: 

“The association’s membership pro- 
gram in this past year has occasioned, 
in a large number of affiliated associa- 
tions, activity more pronounced than 
ever before. Particularly noticeable has 
been the fact that more associations have 
been adding new members to their 
roster, and, in addition, several have 
increased their membership to a size 
greater than in previous years. Probably 
a large measure of this improvement re- 
sults from the availability of the attrac- 
tive, functional, red and black mem- 
bership application flyers which were 
first offered to our affiliated units last 
summer. It is gratifying to report that 
as of May 31 a total of 55 local, state 
and provincial associations ordered and 
used more than 11,000 of these novel 
pieces.” 

He also felt that the individual mem- 
bership invoice, a new service provided 
by the headquarters office in Chicago, 
has been a definite boon to the duties of 
local secretaries. 

In closing Mr. Jones expressed his 
appreciation to the officers of the asso- 
ciation for their service in the past 
year, noting particularly their extensive 
travel activity, the hours of thought 
which they have given to the associa- 


tion’s long-range problems, and other 
unselfish contributions. “They have 
made my coordinating responsibilities 


appreciably easier,” he said. 


REPORTS ON HOSPITAL PLANS 





Williams Says Health Insurance Coun- 
cil Has Made It Relatively Easy for 
Group Policyholder to Enter Hospital 
Through the Health Insurance Coun- 

cil, plans have been developed through 

which the patient covered by group 
hospital insurance can seek admittance 
to a hospital with relative ease, said 

James R. Williams, assistant director, 

public relations, Health & Accident 

Underwriters Conference, in his report 

as chairman of the hospital insurance 


Kowins Says as Long as Men Work 
A. & H. Protection Is Needed 


The greatest thing in the world is un- 
earned income, said Joseph Lee Kowins, 
Illinois Bankers Life Asurance Co., 
Baltimore, in his address before the In- 
ternational Association of Accident & 
Health Underwriters, June 12. “Just so 
long as there will be men at work,” he 
said, “just so long there be a need for 
accident and health protection. 

“Accident and health insurance is the 
ideal prospecting approach. Do you know 
of a better way to get to talk than to 
discuss his income—especially now that 
the tax bite is so great? You should 
sell salary protection because there is 
no possible substitute. Only through in- 
come protection can man cope with 
economic death. Sickness and accidents 
are cheats. They do not select the 





éommittee of the International Associa- 
tion of Accident & Health Underwriters 
at Dallas this week. These plans, he 
added, have been concerned only with 
group insurance because of the simplicity 
of forms and coverage inherent in mass 
coverage writing. 

“The Health Insurance Council, an or- 
ganization of nine company trade organ- 
izations representing the companies 
writing nearly 90% of the accident and 
health insurance business,” he said, “is 
keenly aware of the importance of all 
types of hospital insurance. 

“The hospital insurance committee of 
the Health Insurance Council has been 
seeking and studying plans which would 
be applicable to individual insurance. 
Because of the varied types of cover- 
ages being written by individual under- 
writers and because of the necessary 
underwriting restrictions found in indi- 
vidual policies it is not an easy problem 
to solve. However, we know of one 
plan that was developed and we are 
watching that plan with some degree of 
anticipation and interest in the hope 
that it or some modification may be 
the basis for a plan in other areas. 

“Inasmuch as your chairman of your 
international committee is also a mem- 
ber of the Health Insurance Council 
he is in a particularly advantageous spot 
in being able to observe on one side 
and report to the other. This two-way 
eommunication is helpful and is also 
valuable in keeping some degree of uni- 
formity in planning or programming. 

“The hospital insurance committee re- 
quests all individual underwriters who 
may be developing any individual plans 
or proposals to keep in touch with your 
International headquarters in that we 
may gain from and be in touch with 
the individual associations and _ their 
thinking on these problems.” 


thrifty, the careful or even those who 
have the ability to pay. 

“Only through salary protection can 
man solve the problem of pre-paying 
for an accident or illness; only through 
disability insurance can a man solve the 
problem of quick recovery. When the 
worries of tomorrow are added to the 
worries of today, then man_ breaks 
physically, mentally and financially. 
Economic security prolongs life and its 
enjoyments. However, with no income 
plus worries over bills and the future, 
how can a man recover quickly from a 
disabling accident or sickness?” 

Just as life insurance men sell in- 
come to take care of essentials, disability 
insurance men should sell to provide for 
the basic minimum requirement, Mr. 
Kowins said, and continued: 

“Sell salary interruption insurance. 
You can double your income by talking 
to small corporations and partnerships 
by selling them on the idea of salary 
interruption. You can sell three men as 
quickly as you can sell one. The average 
accident policy lapses in seven to nine 
years. Salary interruption lasts as long 
as the business. This is an easy sale be- 
cause it is based on sound principles. 
Sell salary interruption insurance to the 
partners as their personal compensation, 
so that it will keep their business healthy 
and remove strain in the event of dis- 
ability. 

Insure Key Men 

“Large corporations can insure their 
key men and deduct the premium ex- 
pense, which is a terrific sales oppor- 
tunity at this time of great economic 
stress. 

“Talk time—the most valuable thing in 
the world. If your time is up there is 
nothing to worry about, but while there 
is still time, give concern to the most 
valuable possession you have—your 
earned income. 

“How many men are talking $100 a 
month instead of talking a plan that will 
provide one thousand, two hundred dol- 
lars a year income? Doesn’t that amount 
make a man feel that he is really getting 
something during a period of disability ? 
Try talking in larger figures and I think 
a Pb teape prospect will become an easy 
sale. 

“During your interview, keep stressing 
the fact that an individual must qualify 
for a plan, and if you repeat these few 

words ‘if you can qualify,’ often enough, 
it will not be long before the prospect 
asks, ‘What do I have to do to 
qualify ?’” Start writing your applica- 
tion. Always get money with an applica- 
tion, and the easiest manner I know is 
to ask your prospect how he wants to 
pay, by check or cash.” 
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Adele Levy Cites ‘Ten Objections 
And Explains How She Meets ‘Them 


Adele O. Levy, New Orleans, one of 
the top producers of the Mutual Benefit 
Health & Accident Association, de- 
scribed 10 objections she encounters 
most frequently, in her address. “That 
All Important Close,” before the annual 
meeting of the International Association 
of Accident & Health Underwriters at 
Dallas, Tex., June 12. 

The first objection she ni amed was: “I 
carry my own insurance.” She said that 
when she hears this, she takes a little 
cup and a handfull of pennies which she 
divides among the members of the fam- 
ily present, and collects from each one 
until all the pennies are collected in the 
cup. “Most people,” she said, “would 
rather play a game than think about 
spending their own hard-earned cash for 
insurance—so we play. It only takes a 
few seconds and then I explain: ‘That's 
how insurance works. We all carry the 
burden of paying just a few pennies, 
whereas the individual would not have 
to put in individual pennies but dollars.’ 
Then is the time to say, ‘Just sign 
here, Mr. Prospect.’” 

The next objection she cited was 
“Next week or next month” and she told 
how she persuades her prospect as to 
the urgency of getting his application in 
right away. 

Need More Convincing 

Her next objection was “Have to talk 
it over.” She said that most of the time 
these objectors need just a little more 
convincing. This point Mrs. Levy illus- 
trated with a story from her own expe- 
rience about a prospect whom she per- 
suaded to buy at once; he suffered an 
accident within a week after taking out 
his policy and has been receiving a 
monthly check jn all the years since that 
time. 

“Might be a depression” was the next 
objection described by Mrs. Levy. Her 
answer is: “Friend, you don’t know what 
a real depression is. It is when you have 
to tighten your belt because you are 
hungry. And how much worse it is to be 
hungry and ill. That’s when we, the 
company take over. Furthermore, you 
will need this wonderful protection even 
now when the horn of plenty is_ full. 
Now, Mr. Prospect, what is your middle 
name ? 

One objection into which the salesman 
is often , bumping is “My firm gives in- 
surance” Mrs. Levy said. She told the 
story of one of her assureds who made 
that objection but was led to appreciate 
that his company insurance did not start 
until his eighth day of disability and 
ceased after three months. This policy- 
holder cooperates with her in inducing 
other prospects to buy. 

Prospect’s Lamest Excuse 

“Never been sick,” said Mrs. Levy, is 
the lamest excuse a prospect can give 
and the easiest to overcome. Her an- 
swer is: “Most of today’s troubles on 
which we stub our toes are the unpleas- 
ant, unperformed duties which we care- 
lessly shoved aside yesterday. Now, we 
just can’t shove this protection aside, 
because there will come a day of trouble 
and we must perform this duty today.” 

The objection of “too busy,” said Mrs. 
Levy, is for her the hardest to close, 
and she finds the answer to that one in 
perseverance. 

Suying a home” is the next objection 
Mrs. Levy talked about. She asks this 
prospect what good a home is to him and 
his family if he cannot meet his cur- 
rent notes. “Have you or any member 
of your family been in the hospital late- 
ly?” she asks. “Have they told you 
the magnitude of their bills? You know, 
we can save you from this dreadful ex- 
pense by paying in advance on a policy 
to cover these bills, and then you won't 
get into debt.” 

To the objection “Too high” Mrs. 
Levy’s answer is: “Our company will give 


you just one-half the protection for one- 
half of the price I just quoted you. How- 
ever, when the time comes and I de- 
liver a claim draft to you, you are going 
to ask me to increase your benefits 
and perhaps then you won’t be insurable. 
So we might just as well start at the 
amount you need right now and if you 
find it too great a burden for you to 
carry at the end of the first year, I'll be 
back and you can reduce it to the small 
premium,’ 

Her last objection, “Can’t afford,” said 
Mrs. Levy, is a summation of all the 
objections ‘she had illustrated—any one 
or a combination of all of them. “Just 
instil fear of sickness, fear of poverty, 
fear of hunger,” she said, “and when 
these are instilled sufficiently by your 
own enthusiasm, by your concern for 
your prospects, they should be your pol- 
icyholders. In the future you will find 
that instead of the ‘can’t afford’ gag, 
they just ‘can’t afford’ to be without 
protection.” 

In conclusion, Mrs. Levy said: 

“I should like to give you a very sim- 


Li 


. 


MU 


ADELE O. LEVY 

ple close which I have used for a long 
time and very successfully. The fre- 
quency of its success is so great that I 
am very happy to have the opportunity 
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of conveying it to youu—‘Good morning, 
Mr. Prospect. I am Mrs. Agent repre- 
senting any company. This is our im- 
proved hospitalization (or health and 
accident) plan we are offering. This 
plan covers, etc., etc. (a rough-hewn out- 
line)—and now will you please sign 
here? (Or, do you’prefer to pay by 
cash or check ?)’ 

“The impact of the abrupt close shocks 
Mr. Prospect into giving his objections, 
which are what you want in order to 
guide your sales talk. Now you will 
know what he really wants, how much 
he is willing or able to pay, and when 
his money will be available for the first 
payment. This is when the selling actu- 
ally begins because no matter how ca- 
ably a presentation is made, it is wasted 
time and effort until you can make 
‘Mr. Prospect’ talk. I cannot over- 
emphasize the importance of getting his 
objections immediately. And, then, again, 
the real close, ‘Just sign your name 
here.” Try this quickly as it is a great 
time saver and a developer of the real 
salesman that was in you all the time!” 





Big Barbecue and Rodeo 
Entertainment Highspot 


Dallas, June 12—Nearly everyone at- 
tending the annual meeting here of the 
International Association of A. & H. 
Underwriters dropped business cares 
this afternoon to drive out to the Ray 
Woods ranch for the big barbecue and 
rodeo, arranged for the enjoyment of 
the conventioneers by Wm. A. Crowley, 
Guardian International Life, and_ his 
hard-working committee. The affair was 
a success from start to finish. 


MacEwen on Responsibility 


(Continued from Page 32) 


one in which you were forced to tell 
this distracted wife of an insured policy- 
holder that you are very sorry but that 
the policy her husband carries does not 
cover falls on a bathroom floor. Now 
had he been injured in a railway acci- 
dent or in any other of half-a-dozen 
ways, you would be glad to be of service. 
But, unfortunately, there is nothing you 
can do. Unless your conscience is com- 
pletely atrophied, you’re not going to 
enjoy your dinner at home that evening. 
You have nothing to tell your wife 
about the joy of a service well rendered. 
Later on, when you see the recovered 
policyholder walking down the street 
with his wife, you quickly dodge over 
to the other side of the street. You just 
haven’t the nerve to face them. 

“In the first instance, your reward is 
going to come to you in a substantial 
way. At bridge parties and social gather- 
ings the wife of your policyholder is 
going to tell her friends that she didn’t 
know what she would have done if it 
hadn’t been for the help that you gave 
her. The husband is going to praise you 
to the skies among his friends and as- 
sociates: What would this couple have to 
talk about if the second set of circum- 
stances obtained? You can draw your 
own conclusions, 

“The accident and sickness agent can 
be a powerful instrument for good in 
his community. To him can come the 
peace of mind and financial rewards of 
service faithfully performed and trusts 
sacredly administered. But, in his daily 
work he must keep his mind on some- 
thing far more important and far more 
reaching than an immediate sale of just 
a policy.” 
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O’Connor Makes Report 
On Legislative Trends 


MANY CASH _ SICKNESS_ BILLS 





Calls Senate Report on Voluntary Health 
Plans Most Comprehensive Study of 
Material Ever Assembled 


“The 1951 state legislative sessions, 
44 in all, were most active in considering 
bills of ‘affecting the accident and sick- 
ness business,” said E. H. O’Connor, 
managing director, Insurance Economics 
Society of America, in his report to the 
executive board of the international 
council of the International Association 
of Accident & Health Underwriters at 
its meeting on June 12 in Dallas, Tex. 
Mr. O’Connor is chairman of the law 
and legislation committee of the associ- 
ation. 

Mr. O'Connor stated that “the uni- 
form individual accident and_ sickness 
policy provisions law, recommended by 
the National Association of Insurance 
Commisioners, has been adopted in ten 
states and, no doubt, will be law in the 
remaining states during the next two 
years.” Continuing, he said: “Aside from 
compulsory sickness compensation pro- 
posals, we were confronted with legis- 
lative bills in a few states which, if 
adopted, would have been detrimental to 
the rapid and progressive development 
now taking place in our business.” 

Interest on Federal Front : 

“Of interest on the Federal front,” he 
said, “is the report of the Senate labor 
subcommittee covering its study of vol- 
untary health insurance plans in which 
the insurance business fully cooperated. 
This report is considered to be the most 
comprehensive study of material ever 
assembled on voluntary health insurance. 
What effect this study and report will 
have on our business is difficult to 
estimate at this time. However, it is 
expected the study will be continued 
on a permanent basis.” 

This year 44 state legislatures con- 
vened in regular sessions. A number of 
cash sickness proposals of broad variety 
were introduced in 12 states. To date 
bills of this nature have been defeated 
in eight of the states, and it appears 
that the proposals in the remaining 
states will be defeated or will die in their 
respective committees. “If my prognosis 
is correct,” said Mr. O’Consor, “it will 
mean another year of successful effort in 
preserving our business as a free and 
competitive enterprise.” 

Mr. O'Connor said: “Of the four state 
compulsory cash sickness plans now in 
operation, California was the only one 
to make a significant change in the law, 
even though approximately a total of 
80 bills were introduced in both New 
Jersey and New York. Under the Cali- 
fornia plan the maximum weekly bene- 
fit was increased to $30 effective January 
1, 1952.” 





Ross on Salesmanship 


(Continued from Page 31) 


daddy. Men insure because they do not 
want to test the love and affection of 
friends and relatives by asking that they 
support him and his family during the 
living death of disability. 

“Men insure because a woman, whose 
youth is past, spent that youth building 
happiness into his life; because she, a 
mother was willing to give her life to 
her family, and men are responsible for 
that gift. Men insure because they know 
the inevitable course of life is from 
youth to old age, and they know that 
saving a little money without ‘a definite 
plan is not easy. They know that some 
day they will be ready for a well-earned 
rest from the labors of earning a living. 
They want to be free to enjoy life in 
the all too few hours left to them. For 
these reasons men insure, and because 
of such motivation, men will continue to 
insure in the generations to come. Men 
insure for the love of a woman or a 
child. Men insure not because somebody 
is going to be disabled or die, but be- 
cause somebody is going to live. 4 


Insurance Man From Mexico 


Visits AIU in New York 





Enrique Camara Peon (right) president, 

American International de Mexico, S. A., 

with Walter E. Brill, executive vice pres- 

ident, American International Under- 
writers Corp. 


Enrique Camara Peon, president of 
American International de Mexico, S.A., 
has been in New York on a brief visit 
to confer with American International 
Underwriters Corp. 

Acting as general agents and insur- 
ance brokers, American International de 
Mexico is located in Mexico City. It is 
an affiliate of American International 
Underwriters, the domestic managers of 
the foreign business of 11 American mul- 
tiple line insurance companies. Mr. 
Camara said that the volume of insur- 
ance business is increasing rapidly in 
Mexico today as the country is chang- 
ing from a mining and agricultural econ- 
omy to an industrialized one. 

“Years ago Mexicans put all their 
profits and energies into haciendas and 
real estate,” he said. “Now they seem 
to be imbued with a new spirit and are 
rapidly developing the rich potentials 
of the country.” 


N. C. COMP. RATES INCREASED 





Cheek Says 8.9% Is Due Entirely to 
Increase in Benefits Under 1951 
Amendments to Law 
Commissioner of Insurance Waldo C. 
Cheek of North Carolina announced the 
approval of an increase in workmen’s 
compensation rates amounting to 8.9%, 
necessitated by certain amendments to 
the workmen’s compensation act by 
the 1951 session of the General Assem- 
bly. These amendments, effective July 
1, 1951, increase the maximum weekly 
compensation payable to injured em- 
ployes from $24 to $30 per week, and 
increase the maximum total compensa- 
tion or death benefits from $6,000 to 

000. 


Inasmuch as the benefits available to 
employes under the act as amended are 
considerably broadened, an increase in 
the insurance rates is automatically 
necessitated, the announcement says. 
The increase applies to all new and 
renewal policies effective on and after 
July 1, 1951, and to outstanding poli- 
cies (those now in effect) on August 
1, 1951. The increase does not apply to 
policies whose normal expiration date is 
prior to August 1, 1951. 

It is estimated that this increase in 
rates will result in the payment of 


additional premiums of approximately 
$824,540 by North Carolina employers 
annually. 


This increase in rates of 8.9%. is due 
entirely to the increase in benefits un- 
der the act and has nothing whatsover to 
do with loss experience incurred in 
the state on policies already written. 





THE COUNTRY’S MOST FRIENDLY COMPANY 
PPT OO SE <2... « 


@ Modern and attractive agent’s and general agent’s contracts to those 
looking for a permanent connection. 


© Complete line of Life Insurance policy contracts from birth to age 65 
with full death benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime 
benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and 
nurse benefits. 


Complete substandard facilities. 


Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life insurance companies 


Company’s Expansion Program Offers: 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 
and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE CO. 
OF CHICAGO 


NORTH AMERICAN PUTLDINS 


Cc. G. ASHBROOK, 
Chicago 3, 
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the really superior Polio and Dread Disease 


Here they are... 
Plans. $5000 Blanket Medical Expenses with no “schedules” and 
“deductibles. Covers expenses incurred within three years 
from date of first treatment . . . for Polio, Diphtheria, Smallpox, 
Spinal Meningitis, Scarlet Fever, Tetanus, Encephalitis and Leu- 
kemia. All ages are eligible . . . and you can sell American's 
plan to individuals—to families—to groups! 
BE PREPARED to handle the huge demand for Polio and Dread 
Disease coverage which has already started. Give your clients the 
FINEST policy and double your own earnings! Write today for 
full information about American Casualty's Polio and Specified 
Dread Disease Policy. 


(The Specified Dread Disease Policy is not available in New Jersey) 


MeRICAN Casuaury 


COMPANY: READING, PENNSYLVANIA 
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Hohaus Before International Congress 
Of Actuaries In Scheveningen Holland 


“Health Insurance in the United States” was_the subject of a paper delivered by 
Reinhard A. Hohaus, actuary, Metropolitan Life Insurance Co., before the 13th Inter- 


national Congress of 


Actuaries at Scheveningen, Holland, June 7-12. The paper of Mr. 


Hohaus, who is a recognized authority on social and group insurance, traces the broad 
aspects of the growth of individual sickness insurance in the United S tates, the develop- 
ment of employer-employe group health, hospitalization and surgical operation msurance 


and of 


the Biue Cross and Blue Shield plans, and discusses the situation in regard 


; " . c - ? . 
to existing governmental plans. Following ts a summary of Mr. Hohaus’ paper: 


Health insurance plans in the United 
States are highly varied as to sponsoring 
agencies, contingencies dealt with, groups 
covered and operating conditions. This 
has meant much effective experimenta- 
tion and growth. 

Agencies include insurance companies, 
hospital and doctor sponsored plans, 
mutual benefit associations, employer 
self-insured plans, labor unions, trusteed 
welfare plans of employers and labor 
unions, cooperative plans, the Federal 
Railroad Retirement Board, and certain 
state governments. 

From cash payments to replace wage 
losses, benefits have been extended to 
the costs of hospital confinement, 
surgical operation, medical care, and 
diagnosis. Present experimentation 1s 
directed largely at increased protection 


against disabilities that involve sub- 
stantial medical costs. 
Group Health Makes Progress 
Personal (individual) accident and 


health insurance was the only kind of 
disability protection written by insurance 
companies for many years. Group health 
insurance began to make important pro- 
gress in the early 1920’s. As with group 
life, the insurance company issues a 
master policy to the employer, and the 
employer’s cooperation permits simple, 
economic methods for selling and admin- 
istering such insurance. Initial group 
health insurance was limited to provid- 
ing weekly benefits for wage loss caused 
by non-occupational disability. 

In the 1930’s hospitals introduced Blue 
Cross plans for protection against hospi- 
tal costs. This coverage, together with 
the group hospital expense insurance 
subsequently introduced by insurance 
companies, now reaches about 40% of 
the total population. Dependents of the 
insured person may also be covered. 

In the late 1930’s insurance companies 
introduced group surgical operation in- 
surance to complement the protection of 
the hospital plans by reimbursing for 
surgical fees, Blue Shield plans with the 
same purposes followed shortly. This 
type of coverage has also expanded 
rapidly. 

Double in Three Years 


The estimated payments (i.e., premium 
income) for the above forms of insur- 
ance and Blue Cross and Blue Shield 
plans were eight times greater in 1949 
than in 1939, and doubled in the last 
three years. 

Mutual benefit associations (trade 
union and cooperative, as well as em- 
ploye) flourished in the early decades 
of this century, and may be considered 
forerunners of the group insurance now 
widespread. 

Significant aspects of the foregoing 
growth are that it is the outcome of 
voluntary efforts, not governmental 
sponsorship or compulsion, and of a 
diversity of approaches—as to protection 
offered, administrative methods and 
management. 


Furnish Health Protection 
Other 


second 


referred to in the 
above also furnish 


agencies 
paragraph 





Educators’ Conference Set 

The fourth annual conference of in- 
surance company educational directors, 
instituted by Laurence E. Falls, secre- 
tary, Insurance Institute of America, will 
be held at the Seaview Country Club, 
Absecon, N. J., June 28-29. 


health insurance protection. Four states 
have in effect laws which make cash 
sickness insurance mandatory for per- 
sons employed in industry and commerce 
of the state. These laws differ con- 
siderably in their provisions and under- 
lying philosophy. 

The decision of the U. S. Supreme 
Court that collective bargaining in re- 
gard to employe benefit plans (including 
health insurance) be made mandatory 
on employers and labor unions is ac- 
celerating growth in this field. However, 
employer support of group insurance has 
long been a major stimulus, and rapid 
development dates from introduction of 
the contributory principle whereby em- 
ployer and employes share the cost. 

The medical profession has been active 
in the development of Blue Cross, Blue 





REINHARD A. HOHAUS 


Shield and other plans. Through its atti- 
tude and techniques the profession can 
greatly influence insurance develop- 
ments. The profession is keenly aware 
of this and is actively engaged in fur- 
thering sound proposals, 




















take pride. 











It takes character to build reputation. 
The character of the General Accident 
and the Potomac as exemplified by 
the friendly cooperation between the 
companies, their producers, and their 
policyholders has been instrumental 


in building a reputation in which we 











Collective Bargaining 
Health Plans Surveyed 


REPORT MADE IN N. Y. STATE 


Half of Plans Handled by Insurance 
Companies, Corsi Report Shows; Medi- 
cal Insurance in Only Third of Plans 


One-third of the 306 collectively- 
bargained health insurance programs in 
New York State recently studied by 
the State Labor Department set a top 
cash benefit of $30 or more per week 
to be paid when a worker falls sick or 
has an off-the-job accident, it is re- 
ported by Industrial Commissioner Ed- 
ward Corsi. Another 42% set the max- 
imum benefit between $25 and $29, For 
one-seventh it is under $25. The remain- 
ing 11% do not include cash disability 
insurance in the joint programs and the 
employer provides it directly, in accord- 
ance with the requirements of the state 
disability benefits law. 

Other types of health insurance are 
also provided by many of the health 
insurance programs that were surveyed 
by the Department of Labor as of Janu- 
ary, 1951. The survey took in only plans 
that were arrived at by collective bar- 
gaining and were administered in whole 
or in part by a union or by union and 
management jointly. The study may be 
secured from the Department of Labor. 

Provide Hospital Benefits 

More than nine out of every ten of 
the 306 joint programs provide hospital 
benefits, and of these nearly 30% meet 
the full cost of a semi-private hospital 
room, including board. An_ additional 
ing reimburse between $5 and $9 a 

av. 

Surgical benefits are provided by 85% 
of the collectively bargained programs. 
The maximum payment for surgical 
services is between $150 and $249 in 
three-quarters of the plans. Maternity 
benefits are available to women workers 
or wives of members in 217 of the pro- 
grams. Three-fifths of the hospital bene- 
fit plans protect denendents of covered 
workers, and one-third of the surgical 
plans. 

The least common form of health 
insurance found in the plans studied is 
one covering medical bills. Medical in- 
surance is found in only a little more 
than a third of the plans. Only 13 offer 
complete medical service. Fiftv-five plans 
repay the patient $2 to $5 for doctor’s 
visits at home. at the doctor’s office, or 
in a hosnital. Thirteen nay for doctors’ 
visits only when in a hospital. Eleven 
offer only special limited benefits such 
as tuberculosis benefit, polio insurance, 
eye examination and glasses, visiting 
nurse service, laboratory tests. x-rays. 

Require Union Membership 

Eleven out of every 12 of the plans 
require union membership. Tn 95%, 
eligibility continues for specified periods 
after the worker hecomes tnemnloved. 

All but 17 of the 306 plans are 
financed entirely by employer contribu- 
tions. Half the plans have insurance 
companies handle the entire program. 
About a sixth use onlv self-insurance. 
The remaining one-third have insurance 
companies underwrite some of their 
henefits and use Blue Cross, United 
Medical Service, group health insurance, 
health insurance plan, or self-insurance 
for other features. 


Marsh & McLennan Names 
Sweeney at Buffalo Office 


Tohn F Sweenev has inined the 
Buffalo office of Marsh & McLennan, 
Inc., national insurance brokers, as as- 
sistant manager of the life, accident. and 
xroup department, as is announced by 
Vice President A. Leslie Smith. 

Mr. Sweeney was formerly associated 
with the group division of the American 
Automobile Insurance Co. of St. Louis. 
He has had extensive experience in the 
insurance business both in the estate 
planning division of the Home Life In- 
surance Co. of New York and in the 
group divisions of American Automobile 
Insurance Co. 
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W. B. Cornett to Direct 
Prudential A. & H. Sales 


INSURANCE IN 1921 





ENTERED 





Resigns as First Vice President of 
Loyal Protective Life of 
Boston 





William B. Cornett, former first vice 
president, Loyal Protective Life of Bos- 
ton, and past president, International 
Association of Accident & Health Un- 
derwriters, has been appointed director 
of sales and.service for The Prudential’s 





WILLIAM B. CORNETT 


newly organized A. and H. department. 

Mr. Cornett attended Eastern Ken- 
tucky State Teachers College and was 
graduated from Lincoln Memorial Uni- 
versity, Harrogate, Tenn. He also studied 
law at V alparaiso University. In 1921 he 
entered life insurance as an _ agent, 
quickly became a top producer; opened 
a general agency for Loyal Protective 
in Cincinnati four years later. Trans- 
ferred to Columbus, Ohio, he was made 
field director for a five-state area, later 
advancing to superintendent of agencies. 
He was brought to the home office in 
1943 as vice president in charge of 
agency organization, subsequently being 
advanced to first vice president. He was 
on the company’s board and executive 
committee. 

Head of Prudential’s A. and H. depart- 
ment is Ardell T. Everett, second vice 
president. 


Blanket Bonds Improved 


(Continued from Page 27) 


transfer agent, lessee, etc. The new 
clause also covers any loss through guar- 
anteeing or witnessing signatures on se- 
curities whether or not the documents 
are forged. 

The salvage clause in both forms is 
briefed and clearly states that in the 
event any loss exceeds the amount of 
coverage furnished by the bonds, the 
bank shall be entitled to all recoveries 
until fully reimbursed. 

Reinstatement Clause Replaced 

The reinstatement clause has been 
replaced with a non-reduction of liabil- 
ity provision in both forms, which clearly 
states: “Payment of loss under this bond 
shall not reduce the liability of the 
underwriter under this bond for other 
losses whenever sustained.” As hereto- 
fore, however, no more than the amount 
of the bond can be recovered for the 
acts of any one person, with certain 
specified exceptions, or for any one 
casualty or event. 

The other insurance clause, in both 
forms, is changed so that the bond is 
excess over “the amount recoverable or 
recovered” from other insurance or in- 
demnity carried by the insured, instead 


of contributing pro rata with such other 
insurance covering the same loss. This 
should avoid or minimize reduction of 
the bank’s blanket bond experience rat- 
ing credit when losses are covered by 
other insurance. 
Describes Other Improvements 

Other improvements described are: 
The limitation in Form No. 2 to 12 
months in which to discover losses 
caused by an employe found to have 
committed a dishonest act has been 
eliminated; coverage of losses due to 
misplacement or mysterious disappear- 
ance is made a component part of Form 


2; exclusions and other conditions in 
Form 2 are rearranged and changed to 
conform with the No. 24 bond wherever 
practicable; redemption of U. S. Sav- 
ings Bonds insuring clause is lettered 
“F” in the new Form No. 24 and loss 
through receipt of counterfeit U. S. 
currency and coin is covered by a new 
insuring Clause G. 

The ABA points out that these forms 
of blanket bonds are issued to commer- 
cial banks and trust companies and sim- 
ilar changes, where appropriate are be- 
ing effected in the savings banks’ Blanket 
Bond No. 5 by rider. 














In his attempt 

to protect himself from 
misfortune and the forces 
of nature, man has adopted 


many curious practices. 


bby SCT ewe — 
Ye Ware ae 


One of a series appearing in 
business and consumer magazines. 


‘The lech brave believed 
that an amulet in the form 
of a miniature birchbark 
canoe would insure that should 
evil spirits spill him into 
the water, he would not 
drown nor lose his valuable 
possessions. - 
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Today, the businessman has real protection—receives prompt 
reimbursement for loss of money and securities if he has our 
3-D Policy. It covers any such losses, both on or off the premises, 
due to Dishonesty (including thefts, burglaries or robberies by 
employees or others), Destruction and Disappearance. Call our 
agent in your community for this vital safeguard —now! 


MERICAN SURETY GRO 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY ¢ SURETY * CASUALTY ¢ INLAND MARINE e ACCOUNTANTS LIABILITY 








Michigan and D. C. Auto 
Liability Rates Revised 


LESLIE ISSUES STATEMENT 





Increases Due to Mounting Accident 
Frequency, Increasing Claim Costs, 
Inflation, Modern Design of Cars 





The National Bureau of Casualty Un- 
derwriters announced, effective June 10, 
new automobile liability insurance rates 
for Michigan and the District of Colum- 
bia. 

The new schedules specify increases in 
bodily injury and property damage rates 
for all classifications of private passenger 
automobiles throughout Michigan. 

Property damage rates for commercial 
vehicles have been increased throughout 
Michigan. There were no changes in 
bodily injury rates for commercial ve- 
hicles. 

Leslie Issues Statement 


Mounting accident frequency, increas- 
ing claim costs, general economic infla- 
tion and even the modern design of cars 
are the primary factors that contributed 
to the necessity of an increase in rates 
at this time, according to William Leslie, 
general manager of the National Bureau 
of Casualty Underwriters. 

The adverse trend in the automobile 
liability experience for 1950 and the 
early part of 1951, Mr. Leslie pointed 
out, is the result of our economic infla- 
tionary spiral of the last few years, 
the effects of which are only now be- 
ginning to be reflected in the automobile 
‘liability experience. The time lag be- 
tween the price level rises of consumer 
goods and automobile claim costs is 
attributable, in part, to the long periods 
of time involved in the final settlement 
of many liability claims. 

The new rates for automobile liability 
insurance, including both bodily injury 
and property damage coverages, as an- 
nounced by the National Bureau and ap- 
proved by the Michigan Department of 
Insurance, are given below by classifica- 
tion of risk for three representative 
rating territories. The figures represent 
the complete cost of both bodily injury 
and property damage coverages and are 
given in this combined form because the 
great majority of insureds, both private 
passenger and commercial, purchase 
their insurance in that form. 


Michigan Divided Into Territories 


For automobile liability rating pur- 
poses, Michigan is divided into ten “ter- 
ritories.” Three of these territories are 
defined as follows: Territory 1, Detroit 
and vicinity; territory 4, Grand Rapids 
and vicinity; territory 10, remainder of 
state territory. 

The combined rates in these three 
territories for private passenger cars 
follow: 

Class 1, car for non-business use and 
no operator under 25: Territory 1, $36, 
increase $8; Territory 4, $30, increase 
$4; Territory 10, $24, increase $5. 

Class 2, car for both business and 
non-business use and with an operator 
under age 25: Territory 1, $58, increase 
$11.50; Territory 4, $49, increase $8,50; 
Territory 10, $40, increase $8.50. 

Class 3, car individually owned, for 
business and non-business use, and no 
operator under age 25; also cars owned 
by corporations, co- partnerships and un- 
incorporated associations, eeqeerens of 
age of operator: Territory $50, in- 
crease $9.50; Territory 4, 643) increase 
$8; Territory 10, $34, increase $6.50. 

The combined rates for the specified 
classifications of commercial vehicles fol- 
low: 

Class 5CA, vehicles used by retail 
stores, department stores, contractors, 
electric light and power companies, etc.: 
Territory 1, $63, increase $2; Territory 
4, $47, increase $2; Territory 10, $36, 
increase $1; Class 4CA, vehicles used by 
towel and linen supply services, bottled 
beverage distributors, cleaners and dyers, 
frozen food distributors, gasoline and oil 
dealers, grocers and butchers, laundries, 
wholesale distributors, etc.: Territory 1, 
$75, increase $3; Territory 4, $55, in- 
crease $2; Territory 10, $44, increase $2. 
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H. G. Kemper Pres. of 
Excess of America 


M. D. PIER EXECUTIVE V. P. 


Kelly Named Vice President; O’Connor 
Secretary and J. B. Harriss, Jr., 
Ass’t Treasurer 





The board of directors of the Excess 
America at its meeting 
June 7 elected H. G. Kemper as presi- 
dent and _ treasurer, Mortimer D. 
Pier as executive vice president and sec- 


Insurance Co. of 


and 





Fabian Bachrach 
PIER 


MORTIMER D. 


retary. Mr. Kemper succeeds William J. 
Constable who has resigned. 

The board of directors also appointed 
F. H. Kelly a vice president; Roy F. 
O’Connor, secretary, and J. B. Harriss, 
Jr., as assistant treasurer. 

Mr. Kemper, widely known, is presi- 
dent of the various companies in the 
Kemper Insurance Group. 

Mr. Pier, a graduate of the Univer- 
sity of California at Los Angeles, started 
his insurance career with the Lumber- 
mens Mutual Casualty in Los Angeles 
and subsequently was transferred to Chi- 
cago. He has been in the reinsurance 
end of the business since 1935, and after 
nearly five years’ service in the armed 
forces—with combat duty to his credit 
and with the rank of major in the U. S. 
Army. Mr. Pier became associated with 
the Excess of America as secretary. Dur- 
ing 1948 he was elected vice president 
of the company. 

Mr. Kelly has been associated with the 


Excess since 1936, most recently as sec- 
retary and manager of the claim depart- 
ment. 


Mr. O'Connor joined the company in 


1940 in the underwriting department 
after spending many years with the 
Compensation Rating Board and other 


insurance organizations. 

Mr. Harriss has been affiliated with 
the Excess since 1940 in the accounting 
department. 


Jacobs Chamber President 
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more; Ralph C. Price, Greensboro, N.C.; 
Frank A. Roberts, vice president, Glens 
Falls, Glens Falls, New York; Frank 
P. Samford, president, Liberty National 
Life, Birmingham; Chase M. Smith ; 
Harold M. Stewart, executive vice presi- 
dent, Prudential of America, Newark; 
and J. Mearl Sweitzer, general coun- 
sel, Employers Mutual Liability of Wis- 
consin. 
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committee. 
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TO HOLD SURETY CONFERENCE 
Five Officials From Pacific Coast to 
Meet in New York With Officers of 
Surety Association of America 

Five surety company executives repre- 
senting three local surety associations 
on the Pacific Coast will engage in round 
table conferences with staff members 
and committees of the Surety Associa- 
tion of America in gee York during 
the week of June 17-22 in order to 
discuss Pacific Coast — 

The five officials are: J. Butcher, 
assistant vice president, resmexe Fund 
Indemnity Co., San Francisco, and Har- 
old Bishopp, assistant manager, Pacific 
department, Hartford Accident & Indem- 
nity Co. San Francisco, representing 
the Surety Underwriters’ Association of 
Northern California; H. S. Vreeland, 
American-Associated Group, Los An- 
geles, president of the Surety Underwrit- 
ers’ Association of Southern California, 
and Dan E. Gorton, vice president, 
Fidelity & Deposit Co. Los Angeles, 
who will represent the Southern Cali- 
fornia association; and K. F. Warrack; 
manager, American Surety Co., Seattle, 
representing the Surety Underwriters’ 
Association of Seattle. 

On June 18 and 19 the five coast 
representatives will meet with staff 
members of the Surety Association of 
America and its subcommittee on public 
relations at the association’s headquar- 
ters at 60 John Street. On June 20 the 
field of discussion will be broadened 
when the visiting officials and the sub- 
committee on public relations meet with 
the association’s executive committee. 


TEXAS AUTO BILL PASSES 

A stringent motorists’ financial re- 
sponsibility act, ruling off the road 
those unable to pay for damages, was 
given final passage bv the Texas Legis- 
lature June 7 and sent to the Governor 
for signature. 


Hall Made Vice President 
Of General Reinsurance 


CHARLES W. HALL 


chairman of 
the board and president of General 
Reinsurance Corp., announced June 13 
that Charles W. Hall has been elected 
a vice president. It was announced last 
week that Mr. Hall had joined the com- 
pany in an executive capacity. Until 
June 1 last, Mr. Hall had served as a 
vice president and a director of Em- 
ployers Reinsurance Corp., Kansas City, 
Mo. 

For the present, Mr. Hall will engage 
in underwriting and production activities 
for the General Reinsurance Corp. pri- 
marily in the middle west. For the time 
being, Mr. Hall will make his head- 
quarters in Kansas City, 


Edward G. Lowry, Jr., 
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Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY 


75 MAIDEN LANE, NEW YORK 


Whitehall 3-7440 
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NAIC REJECTS PROFIT FACTOR 
Provision for 144% Profit and Contin- 


gencies Factor for Compensation De- 
leted From Subcommittee Report 

At the closing session of the National 
Association of Insurance Commissioners 
at Swampscott, Mass., last week, the as- 
sociation voted to reject the section of 
the report of the subcommittee on the 
profit and contingencies factor which 
would have limited that factor to 14%. 





This action was taken on motion of 
Commissioner Artemas C. Leslie of 
Pennsylvania, after the subcommittee 
report with the 14% limitation, had 


been approved by the full compensation 
committee, by a 5-4 vote. Mr. Leslie’s 
motion recommended that the matter be 
given further study. 

Director J. Edward Day of Illinois then 
moved that the subcommittee be dis- 
solved and this motion was carried. 

The National Council on Compensation 
Insurance, through General Manager H. 
F. Richardson, had requested that a 
profit and contingencies factor of 2“% 
be incorporated in the report, and after 
the compensation committee had adopt- 
ed the original report representatives 
of the industry appeared before the asso- 
ciation and requested that the matter 
be reconsidered and that if a 24%% pro- 


vision was not recommended, there 
should be no _ specific figure recom- 
mended. 


SURETY MANUAL IS REVISED 





Miscellaneous and License and Permit 
Sections Brought up to Date; Mod- 
ernization Program Almost Complete 

The miscellaneous section and the 
license and permit section of the rate 
manual of the Surety Association of 
America have been revised and brought 
up to date, effective June 11. With these 
revisions the Surety Association’ pro- 
gram to modernize the manual is now 
complete, with the exception of the 
Federal rate schedule pages which will 
be available in the near future. 

The revised sections present a re- 
arrangement in style for easier reading, 
and certain rules have been clarified. 

In both the miscellaneous | and the 
license and permit sections, “scope of 
coverage” has been added in order to 
indicate the character and extent of 
bonds rated in compliance with the 
rating law. A new index has been pro- 
vided for the miscellaneous section, 
thereby greatly facilitating quick refer- 
ence to both coverage and rates, and 
section pages have been renumbered in 
accordance with the same principle of 


simplification. 
The manual in its modernized form 
presents distinct improvements and _ is 


being received with general enthusiasm 
by both supervisory authorities and 
manual holders. 


Colyer Joins Indemnity Co. 


(Continued from Page 27) 


of manager. Mr. Colyer comes to the 
company from the’ Royal- Liverpool 
Group of which he was resident vice 


president and for six years manager of 


its New York metropolitan bonding 
department. 
Mr. Colyer brings to the indemnity 


company a well-rounded experience in 
the fidelity and surety lines. For many 
years he was a special agent for the 
Fidelity & Deposit Co. and left that 
position to become assistant manager of 
the Travelers Indemnity Co.’s Newark 
office where he handled the bonding 
business. In 1942 he entered the United 
States Navy and for the next three 
years saw active service as warrant and 
chief warrant officer with the Seventh 
and Third Fleets. 

In announcing Mr. Colyer’s appoint- 
ment to the home office staff, P. 
Stellwagen, executive vice president of 
the company, indicated that it is the 
company’s plan to bring about more 
effective coordination of its field and 
home office bond underwriting facilities 
and that Mr. Colyer will devote part of 
his time to the implementation of that 
plan. 
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Convers Om: How does 


it affect your clients’ insurance? 


The current accelerated changes in the business picture provide agents with 
an almost unprecedented opportunity to serve their clients and demonstrate 
to them the value of sound insurance counsel. 

Insurance has a vital part to play in the defense effort. The protection 
of assets and working capital has never been more important... yet changes 
in plant locations, number of employees, manufacturing operations, inven- 
tories and other factors are radically altering many insurance requirements. 

7Etna agents are meeting this challenge through use of the tna Plan, 
pioneer method of risk and insurance analysis. Quickly, the tna Plan 
reveals instances where coverage has become inadequate, or even excessive 
... where new exposures require entirely new forms of insurance . . . where 
present rating plans have become obsolete. It enables the Avtna agent to 
determine the exact revisions and improvements that are needed and set up 
a simple control system that keeps policies constantly in line with changing 
conditions. 

All over the country, tna agents are helping the defense effort through 
this efficient method of insurance planning. 


AETNA Casualty AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY FIRE AND MARINE 
Etna Life Insurance Company Automobile Insurance Company 
Etna Casualty and Surety Company Standard Fire Insurance Company 
Hartford 15 Connecticut 




















REINSURANCE is the bedrock 
of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 

Surety Ocean Marine 





90 JOHN ST., NEW YORK 38 











